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MONG the most popular hotels in the Middle West is the Osage in Arkansas City, 
Kansas. 


The John S. Sweet management has provided all modern conveniences for the visitors to 
this house. 


HUNTER Century 36” Reversible type ceiling fans have been adopted as standard equip- 
ment. 


HUNTER FAN & VENTILATING COMPANY, INC. 


Factory: FULTON, N. Y. 
General Sales Offices: Eastern Sales Office: 


Memphis, Sterick Bldg. New York, 92 Warren Street 


Sales Offices: 
DETROIT CLEVELAND ATLANTA 


Sales Offices: 


DALLAS PHILADELPHIA BOSTON a <7 Sr / 
P BURGH WASHINGTON “ Vp ‘us <—— / CHICAGO ST. LOUIS NEW ORLEANS 
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WALKERIZED 


DUALCOT 


A new conduit that defies the 
worst corrosives in industry. 


Twice protected by a layer of zinc and a brand new outer 
coating, Dualcote will resist strong caustics as well as acids. 














AFTER 2 HOURS=AFTER 5 DAYS 


e Just look at the difference 


in the way a strong lye solution 
affected these three brands 
of conduits. 









Samples A & B are well known galvanized conduits, with 
the usual finishes . . . Sample C is Walkerized Dualcote. 






Ask your 
local jobber or our 
nearest Representative 
for full details. 

E. B. Glenn—Bona 
Allen Bldg., Atlanta. 
J. W. Egee—409 


WALKER Conshohocken, Pa. —— 


3128 N. W. 26th St., 
Oklahoma City. 
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You, too, may have a wire or cable problem 
that is tough to lick. If so, write us and let 
our engineers consult with you regarding it. 


G2 THE OKONITE COMPANY 


Founded 1878 


EXECUTIVE OFFICE: PASSAIC, NEW JERSEY 
HAZARD INSULATED WIRE WORKS DIVISION THE OKONITE CALLENDER CABLE CO., INC. 


New York Boston Seattle Buffalo Chicago Dollas Detroit Atlanta 
Philadelphia Los Angeles Pittsburgh St. Louis Washington San Francisco 


OKONITE QUALITY CANNOT BE WRITTEN INTO A SPECIFICATION. 
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_ How the FUSTAT helps bring 


DEQUATE WIRING ... 
Tae more quickly we 





























Adequate wiring means—more circuits installed 


The Fustat prevents permanent overloading of the circuit. 
When additional circuits are needed the user cannot side-step 
the issue. The Fustat cannot be replaced with one of larger 
size or with a penny, and tampering it in any way is virtually 
impossible. 


Adequate wiring means—more outlets per circuit 


The Fustat permits adding a maximum number of outlets 
to the circuit. The circuit cannot be overloaded regardless of 
the number of outlets. Hence adding extra outlets is a per- 
fectly safe practice. 


Adequate wiring means—more satisfactory 
operation of appliances 
The Fustat prevents low voltage conditions that so frequently 
cause dissatisfaction with appliances — because the Fustat 
keeps users from loading circuit beyond the proper capacity 
of the copper. 





Adequate wiring means—more appliances in use 


The Fustat permits adding more appliances to a circuit. 
It doesn’t blow on motor starting currents or other harmless 
overloads. The circuit can be loaded to approved capacity 
without needless blows — and without sacrifice of safety. 


Adequate wiring means—more consumer good will 


The Fustat builds good will by eliminating many annoying 
service calls. 

The Fustat prevents loss of good will that often results from 
fright or expense caused by flexible cord shorts burning out 
due to tampered or over-size fuses . . . or to protective devices 
that don’t operate fast enough to protect against such shorts. 
The Fustat assures safe fuse protection that remains safe. 





The Fustat stops scare headlines and stories that blame fires 





. 
What is the Fustat? on so called ‘defective wiring”. Usually “defective wiring” 
It is a fuse to which a thermal cutout is added. means the protective device was tampered and could not open 
It gives all the protection of a fuse. when trouble occurred. Every Fustat installed means that much 
It protects against permanent overloads, even when less chance of scare headlines making users think jelectricity is 
as light as 25%. dangerous. 
Yet it will not blow on motor starting currents. 
in So casei ot ion gga stops anyone from The Fustat helps bring adequate wiring — more 
Retails It fits Edison base fuseholders through the use of quickly — and it helps keep wiring adequate 
at 74c an inexpensive adapter that locks in place. 
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VARNISHED CAMBRIC CABLES+ RUBBER POWER CABLES - BUILDING WIRE * RADIO 
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“A man’s legs should be just 
long enough to reach the 


























CRESCENT 


has grown in size 







and scope— 










Crescent’s large, modern, efficient plant, is its only plant—producing 


nothing but wire and cable for all electrical needs. With sales represen- 






tatives and adequate warehouse stocks blanketing the country in strategic 






locations, Crescent works closely through recognized electrical whole- 






salers to assure unexcelled service in supplying customers’ require- 







ments in electrical wire and cable. 
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Home lighting activities of the entire lighting industry of Oklahoma City will be benefitted by the com- 
pletion of the Oklahoma Gas & Electric Co.’s “Home Lighting Studio” shown here as seen from the street 


Home LIGHTING StuDIo 


PROVIDES DEMONSTRATION AND DISPLAY SPACE 


OME lighting activities in 
H:: company have grown 

steadily during the past 
five years. To meet the need for 
additional space and display facil- 
ities, we have just completed a 
beautiful new home lighting studio, 
which not only furnishes adequate 
office facilities but an attractive 
display room for showing the ap- 
plication of lighting. 

Since there was no available 
space in our main building, a loca- 
tion was obtained in an adjoining 
building. It has a street entrance 
and an outdoor back entrance con- 
venient for loading and unloading 
demonstration equipment. 

Designed and built by our own 
company members, it represents, to 
us at least, a great deal of plan- 
ning and scheming to make the 
most of a small space with little 


By Pauline Kinkaid 


Home Lighting Director 
Oklahoma Gas and Electric Co. 


cost. At the beginning of the plan- 
ning, it was agreed that whatever 
the amount of money to be allowed 
for improvements, a complete plan 
be made to insure wise spending. 
When the office was completed, the 
whole plan had been accepted, with 
a few extras included, at a sur- 
prisingly low cost. 


Color Scheme Unusual 


If there is any one feature of 
the room which is more striking 
than another, it is perhaps the 
color scheme. Visitors are frequent 
in their remarks on the beautiful 
color harmony throughout. The 
colors in the display room are so 
well blended that the room atmos- 


phere is one that seems just right. 
The delicate shade of peach on one 
wall is intensified by a very light 
blue bordering the end walls. 

The wood trim is ivory and the 
desk and cabinets are finished in 
antique ivory. The display booths 
are papered; one in a delicate shade 
of yellow, another in blue, and the 
front one in taupe with wisteria 
floral design. The walls of the 
offices are a light taupe with white 
ceilings. 

The furnishings of the display 
booths were obtained through the 
courtesy of a loca] furniture dealer. 
The paper and furnishings will be 
changed from time to time in order 
that other dealers may have an 
opportunity to display. The lighting 
fixtures are to be changed every 
three months, giving to as many 
fixture dealers as desire the oppor- 









































Small booths provide display space for various types of fixtures. 


tunity to display merchandise. 

Adapters are displayed in the 
fourth booth with small pieces of 
equipment and distribution ma- 
teria] in the cabinets below. Port- 
able lamps are placed at other lo- 
cations in the room. The display 
room is kept lighted at night until 
seven o’clock and looks very attrac- 
tive from the street. 

Air conditioning by means of a 
room cooler unit gives us the added 
advantage of being able to display 
the unit to our customers. 


Office Space is Adequate 


The remainder of the space is 
given over to offices. The desk in 
the front is for the secretary who 
greets visitors and takes care of 
office routine. There are two of- 
fices, one for the director and one 
assistant, and another for a spe- 
cialist in home wiring, with addi- 
tional display space and storage. 

This almost seems too much com- 
fort to those of us who can re- 
member our first activities in home 
lighting, when we started out in 
a truck with a few pieces of dem- 
onstration equipment. The first 
year, we contacted several thousand 
people in contrasting good lighting 
with poor. Our main objective was 
to make a large number of people 
“light conscious” at a minimum 


expense. 

A demonstration program seemed 
most effective since there was only 
one person working full time in 
this work. We were pleased with 
the results. So much so, that the 


next year a rather intensive pro- 
gram was presented to practically 
all of the fifty-two Parent-Teacher 
Associations in the city and a great 
deal of interest was expressed by 
the members, both in the lighting 
of their homes and the lighting of 
schools. 

Out of the program with 
P.-T.A.’s. grew our educational 
work with schools which progressed 
so rapidly that another member 
was added to our staff. The most 
tangible result of the year’s work 


Y 
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was the installation of correct 
lighting on an entire floor of one 
building of the E] Reno schools. 
Since then, the remainder of the 
building has been correctly lighted 
and some improvements made in 
every other building in the school 
system. The actual recommenda- 
tions for the installations were 
made through the Commercial 
Lighting Department of our com- 
pany. 

This year, we were privileged to 
have a part in the setting up of a 
“Sight Saving Classroom” in the 
Oklahoma City school system, 
which we feel is the beginning of 
greater interest in correct lighting 
in classrooms. 


New Location a Challenge 


The new home lighting studio, 
unique in many ways, is a challenge 
to a greater program ahead. It 
offers many possibilities in present- 
ing a more effective discussion of 
home lighting and wiring. To those 
of us who have had some part in 
its planning, it means more than 
a luxurious office with cushioned 
chairs. It represents the recognition 
of the importance of home lighting 
by our company and the composite 
planning of those associated in the 
work. 

Needless to say, many more cus- 
tomers and employees are attracted 
to our new location. It is one of the 
show places of the company, and 
employees include it when taking 

(Continued on page 23) 


The studio serves as headquarters for the home lighting employees. 


















Water Heater Promotion 
To “Use The User” 


HE electric water heater in- 

dustry well knows that users 
of electric water heaters furnish 
just about the best sales argu- 
ments that can be found. With over 
a million users ready to boost the 
merits of low cost electric water 
heaters, The Modern Kitchen Bu- 
reau’s fall promotion plan centers 
around a “Use the User” idea. 
Naming October as “Discovery 
Month” for prospects everywhere, 
the National Electric Water Heat- 
ing Council has supplied dealers 
and retail salesmen with a full 
kit-bag of sales tools to use dur- 
ing this intensive sales period. 

Chief among these tools is a 
double-purpose booklet, “The Elec- 
tric Water Heater Speaks For It- 
self,” specially designed to be used 
for training salesmen, for passing 
out or mailing to prospects. 

A folder mailed to all dealers 
outlines a complete, seven-point 
program for local promotion— 
maps definite ways in which prof- 
its may be tapped during the “Dis- 
covery Month” show. Strong local 
promotion which follows this out- 
line, backed up by adequate floor 
displays, use of Modern Kitchen 
Bureau window posters and the 
double-purpose booklet, will mean 
extra rewards for dealers and 
salesmen who make this promotion 
a phase of their own hard hitting 
sales drive. 


Downward Trend Reversed In 
Laundry Equipment Sales 


Factory shipments of household 
washers in August will prove to be 
between 90,000 and 100,000 when 
industry reports are _ tabulated, 
predicts J. R. Bohnen, of Chicago, 
executive secretary of the Ameri- 
can Washer and Ironer Manufac- 
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turers’ Association. Reversing a 
downtrend that has marked indus- 
try figures since March, this will 
be an increase of 25 to 30 per cent 
over the July total of 74,019, and 
will be the second best month of 
1938. 

July shipments were off 49.98 
per cent from the July, 1937, to- 
tal of 147,986. The January-July 
total, 615,917, is 43.87 per cent be- 
low the 1,097,314 units reported 
for the same period in 1937. 

Household vacuum cleaner sales 
in the first seven months of this 
year were the third highest for the 
period in the history of the indus- 
try, having been topped only by 
the same months of 1936 and 1937, 
according to announcement by C. 
G. Frantz, of Cleveland, executive 
secretary of the Vacuum Cleaner 
Manufacturers’ Association. 

January-July sales this year were 
747,838, compared to 1,083,170 in 
the same period of 1937. The July 
total was 68,655, as against 85,- 
918 in June and 111,233 in July, 
1937. 


“Ask the Baby,” “Ask 


Economy Stressed In 
Range Promotion 


ANY a housewife who has 

been stubbornly telling her- 
self that electric cooking is too ex- 
pensive for her to afford is going 
to get a big thrill in October! Dur- 
ing this month, titled “Discovery 
Month” for homemakers every- 
where, the low-cost of electric 
cooking is going to be brought 
right to their doorsteps by a Mod- 
ern Kitchen Bureau _ promotion 
which places its chief emphasis on 
electric range economy. 

Dealers taking advantage of the 
profit possibilities of this promo- 
tion will, first of all, announce 
their own “Discovery Month” with 
tie-in newspaper advertisements 
which blazon the challenging slo- 
gan: “Electric cooking costs only 
14 as much as you think!” These 
ads, already furnished to the 30-, 
000 dealers of the nation by The 
Modern Kitchen Bureau, invite 
homemakers to visit dealer show- 

(Continued on page 23) 





Your Daughter,” “Ask 
Your Son,” “Ask Your 
Wife” were the head- 
lines in a_ series of 
sprightly illustrated ad- 
vertisements submitted 
by the Tennessee Elec- 
tric Power Co., Chatta- 
nooga, Tenn., in the Na- 
tional Electric Water 
Heating Council’s adver- 
tising contest. This se- 
ries took the $100 sec- 
ond prize, with the 
credit going to R. W. 
Youngstead, advertising 
manager. Each adver- 
tisement stressed the 
importance of electri- 
cally-heated water to 
the particular member 
of the family under 
discussion 














tant to the youngster. 





for bathing —~forwashing 


for preparation of fooc 
water botties and mar 


daily uses. Hot water is impor- ; Hs 
there is net even 


no attention 


a switch to tur 


THE TENNESSEE @ ELECTRIC POWER CO. 











Canvassing by Telephone 


Recognizing that local conditions must govern sales methods 


io) 


and policies, John H. Eberhardt, manager of appliance sales for 
Maison Blanche Company, New Orleans, has adopted a system 


HE telephone is proving tc 

] be a boon to salesmen of the 

Maison Blanche Company of 
New Orleans, one of the outstand- 
ing department stores of the en- 
tire South, since John H. Eber- 
hardt, manager of the major ap- 
pliance department, devised a sys- 
tem of telephone canvassing that 
brings in more prospects than were 
formerly obtained by direct house- 
to-house canvassing methods. 

Direct canvassing methods have 
not been as successful in New Or- 
leans as in other cities, Mr. Eber- 
hardt points out, because of the 
warm, climate. Many housewives, 
ordinarily, are not dressed to re- 
ceive company, and the salesmen 
find it difficult to gain entrance, 
or even an interview at the door, 
in many instances. 

Through the use of directory and 
map, the salesmen are able to com- 
pile prospect lists in various sec- 
tions of the city. Every salesman 
keeps an accurate record of the 
information obtained through tele- 
phone conversations, filling in a 
conventional prospect sheet. 

“In phoning people, we do not 
use any subterfuge, such as stating 
that we are making a survey of 
some sort. We come right out and 
try to sell a refrigerator or some 
other appliance,’ Mr. Eberhardt 
explains. 


of telephone canvassing 


When the prospect answers the 
telephone, the salesman says, “This 
is so-and-so, of Maison-Blanche. A 
friend of yours told us that you are 
in the market for a new electric 
refrigerator”’—or some other ap- 
pliance. 

If the prospect says the salesman 
is mistaken, that she does not need 
a refrigerator, the salesman says 
he is sorry and then asks if she 
has a friend who may be interested. 
Without giving her time to answer 
no and hang up, he adds that the 
firm will be glad to give her a nice 
set of dishes if she helps them 
make a sale. 


One in Forty Are Prospects 


Mr. Eberhardt reports that on 
the average, about one out of every 
forty people called is planning to 
buy a refrigerator. Since a man 
can make from thirty to forty tele- 
phone calls an hour, it is possible 
to obtain one potential sale per 
hour. The best time to do the tele- 
phoning, he has found, is between 
10:00 and 11:00 in the morning and 
between 6:00 and 8:00 in the eve- 
ning. 

In talking to a person by tele- 
phone, the salesman attempts to 
obtain the name and age of re- 
frigerator owned. If the person is 
using ice, a form letter is mailed 
with a refrigerator catalog. 


to supplant house-to-house calls. 


The major electric appliance de- 
partment of the Maison Blanche 
Company includes 10,000 square 
feet of floor space. Such space in 
this store is valuable, and since 
every department must stand or 
fall by the profit it is showing, the 
space gives some idea of the suc- 
cessful sales work of this firm in 
the appliance field. Mr. Eberhardt 
says that the department, now in 
its seventh year, has never failed 
to make money. 

Much of the success of the de- 
partment is largely due to Mr. 
Eberhardt, himself. His knowledge 
of men, and his ability to lead his 
sales crew in consistent, produc- 
tive work, has enabled his depart- 
ment to retain leadership in ap- 
pliance sales. 

An unusual idea, that proved a 
good one to get the men started 
out right in their sales work was 
used early this summer. It was a 
bath and breakfast at the New 
Orleans Athletic Club. Each mor- 
ning for a week or more, he had 
his sales crew meet at the club at 
7:30 for a swim. Then breakfast 
was served the group at 8:00. Fol- 
lowing breakfast, there was a five- 
minute pep talk and the men were 
out, full of enthusiasm, at 8:30. 
A factory man was present a time 
or two to start them off. 

(Continued on page 40) 





Ensemble Selling— 


Salesmen develop new technique 
in kitchen-plan sales approach 


HE subject of kitchen plan- 
ning and kitchen merchan- 
dising has been quietly and 
successfully becoming more and 
more important each year until it 
is considered by the major manu- 
facturers of electrical equipment 
one of the most important of our 
merchandising activities. 

In 1935, to give you a little pic- 
ture of just how this business has 
grown, there were some seven or 
eight kitchen planning institu- 
tions, some six or seven women’s 
magazines carried on_ similar 
work, and to that group of maga- 
zines and institutions some 50,000 
American housewives had come 
requesting information and help 
with their particular kitchen prob- 
lems. We thought we had done a 
whale of a big job. 

In 1936, over a quarter of a mil- 
lion homemakers of America had 
come to that same group of in- 
stitutions with their problems, and 
asked for help in making their 
kitchens a better place in which 
to work. In 1937, somewhere be- 
tween 600,000 and 625,000 re- 
quests for help with kitchen prob- 
lems were made to that same 
group of institutions. Think of it! 
An increase of over twelve hun- 
dred percent! 

But interest alone is_ not 
enough. You and I cannot live 
on interest; we have to make 
sales. So let’s look at the sales 
picture. I shall have to ask you 
to accept the figures of my own 
company. For each plan we pro- 
duced in 1935, we sold .6 of one 
piece of major equipment. In 
1936, we sold 1.7 pieces of major 
equipment for each plan _ prod- 
uced; and in 1937, we sold exactly 
two pieces of major equipment for 
each plan produced. 

Now we know that actually all 
of those figures would be _ in- 
creased somewhat if we had had 
a report on every plan produced, 
and our reports for something on 
an average of three years is a 
little better than 80%. 

Another interesting thing as to 
what progress is being made was 
in the amount of electrical equip- 


By |. W. Clark® 


Manager Home Planning Depart- 
ment, Westinghouse Electric & 
Manufacturing Company 


ment sold retail as complete kit- 
chens in this last year. Sales by 
our company alone of complete 
kitchens, electrical merchandise 
only, amounted to over six mil- 
lions of dollars, and we are only 
one company in the business. 
With figures like that, it be- 


hooves each and every person 
connected with an electrical com- 
pany or an allied equipment busi- 
ness, cabinets, work surfaces, 
paints, linoleum, drains, etc., and 
thousands of other items, to pay 
more attention to a business that 
is increasing at such a rapid rate. 

The kitchen is not a complicat- 
ed affair in its planning, and it 
is not any longer one person’s 
judgment against another’s. It is 
just as much an_e engineering 
science as building automobiles, 
or the designing of a residence, or 
the designing and building of a 
large turbine. 

There are three separate parts 
in any modern kitchen. You must 
have some form of food preserva- 
tion; you must have some form of 
control of the water supply; and 
you must have some form of 
modern cooking. And that is al) 
there is to a planned kitchen. You 
can talk about planning centers 
and about storage room; those 
things are auxiliary, the three 





The convenience of a well- 
planned kitchen is demon- 
strated in these contrast- 
ing diagrams, prepared by 
The Modern Kitchen Bureau. 











Footsteps Are Reduced to a Minimum 
in the Planned Kitchen 











CABINET 


























Many Footsteps Are Required in Preparing 
a Meal in an Unplanned Kitchen 











“This is the fourth of a se- 
ries of sales training lectures 
presented before the Atlanta 
Electrical Association for the 
benefit of electrical appli- 





ance dealers and salesmen. 
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main functions are those I have 
enumerated. Each of these parts 
are known as “center.” 

Kitchen planning is not just 
theory. It has been developed 
from tests in thousands and 
thousands of homes. The first 
center provides some form of food 
preservation and storage: the re- 
frigeration and preparation cen- 
ter. Here you have all of your 
perishable foods, and yet they 


must be combined with staple 
foods to make a finished product. 


















































That being the case, why shouldn’t 
we sell a refrigerator with the 
thought that it is going to render 
a better service if it is located in 
the right place, and have grouped 
around it the proper storage 
space, finished cabinets, for staple 
foods? 

Staple foods must be combined 
here so why not have work sur- 
faces on which to do that com- 
bining, and a place for the neces- 
sary tools? So here we have a 
place for the storage of mixing 


Many salesmen 
are already using 
the kitchen plan 
method to advan- 
tage in their ap- 
proach. In- every 
call they endeavor 
to impress the 
housewife with the 
complete electric 
kitchen story. In 
many instances it 
is never even nec- 
essary to prepare 
the actual kitch- 
en plans. Through 
the use of “before 
and after” photo- 
graphs such as 
those shown be- 
low, they help the 
housewife to vis- 
ualize her own 
kitchen, redeco- 
rated and equip- 
ped with modern 
electrical house- 
hold appliances. 
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equipment, flour, and sugar, and 
last but not least, the baking and 
preparation dishes. Picture the 
added value to your customers 
when a refrigerator is sold on 
that basis. 

We pass on to the next center. 
Here we have a sink and dish- 
washer center. The dishwasher 
is a coming item, increasing each 
year, and it is going to increase 
because it gets rid of the most 
miserable job in the kitchen. We 
recently sent out to several thous- 
and American housewives a ques- 
tionnaire. Over six thousand 
came back. The first question we 
asked was, “What do you want 
most about the sink?” Better than 
97% of the housewives came back 
with this as their reply: “Counter 
space on both sides of the sink.” 
So with our modern sink center 
we have counter space. 

And then she wanted storage 
space for dishes and glassware, 
and in our modern thinking we 
show these two cabinets for glass- 
ware and dishes. They wanted a 
place for silver, and saucepans, 
and because saucepans must have 
liquid in them before they’re used, 
isn’t this the place to store them, 
beside the sink? 

A recent survey indicates that 
85% of the potatoes used in this 
country are stored on the back 
porch or in the basement. Think 
of the steps in and out, up and 
down, to get those potatoes, when 
every one of them must be 
brought to the sink to be cleaned 
and prepared. Is it not practical 
to store them near the floor, the 
coolest place in the kitchen, in a 
ventilated drawer or bin, right 
beside the place where the process 
of preparation is started before 
they are cooked? So this is the 
preparation center; a complete 
function is performed right here 
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Scientifically designed 
plans are available for 
nearly any shape of ex- 
isting kitchens in or- 
der to eliminate the 
necessity of structural 
changes. Obviously, ev- 
ery dollar spent on 
such changes would be 
one less dollar avail- 
able for electrical ap- 
pliances. (Diagrams and 
photographs are used 
through courtesy of the 
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Modern Kitchen Bureau.) 


and it can stand alone if it has to. 

Then we go on to the third and 
last center, which is the range 
and serving center. Again we 
went to the housewife to find out 
what she wanted, because for 
some 150 years the range had 
stood by itself, tucked away in a 
corner. The first thing she want- 
ed was counter space next to the 
range so she could spread out the 
serving dishes; so she wouldn’t 
have to hold a dish in one hand 
as she poured hot food into it. If 
you don’t think that means some- 
thing, you should consult insur- 
ance records about accidents from 
burns resulting from pouring hot 
food into serving dishes. 


Counter Space Essential 


She wanted counter space so 
we in our modern thinking put 
counter space next to the range. 
In many cases you that are selling 
ranges can add a new value and 
convenience to that piece of 
equipment by the suggestion of a 
table drawn up beside that range. 

Another thing she wanted was 
a place for cooking cutlery near 
the range. Of course, some of 
it is a duplication of what you 
have across by the refrigerator 
and preparation center, but for 
one dollar that duplication pays 
for itself in terms of time and 
steps saved, and in elimination of 
the possibility of having burned 
food because you take one or two 
seconds to cross the room to find 
a long handled spoon or fork. 
Pastry and bread storage is 50% 
more convenient here than on the 
other side of the kitchen; fry 
pans, deep frying equipment must 
be pre-heated, so let’s bring them 
over and store them here. And 
then picture, if you will, the con- 
venience, and the added improve- 


ment in serving that food, if di- 
rectly above the range is a cabi- 
net in which the platters and veg- 
etable serving dishes are stored 
right at the finger tips of the 
home maker when needed, and at 
normal room temperature. 

Finally, there is a type of elec- 
trical,equipment that is bread and 
meatiito a salesman, provided we 
will do something with it. There 
are thousands and thousands of 
pieces of small electrical appli- 
ances sold every year, and yet 
there are two things that prevent 
their use and prevent the house- 
wife from getting the satisfac- 
tion from them she should have— 
one is storage space. 

Do you know where the average 
toaster, waffle iron or percolator 
is stored? Up in the front hall 
closet with the old man’s last 
year’s hat, or up on the second 
floor, in a good many cases, or in 
the basement, or on the back 
porch. There is not a space in 
the average kitchen for storing 
these small appliances. There is 
no value in these products unless 
they are being used; so here we 
have a space for their storage. 


Application of Plans 


Those three simple centers are 
the fundamental basis of all 
kitchen planning. Now let’s pass 
on and see how we get them into 
actual rooms. First, we have what 
is known as the U-shaped kitchen, 
the equipment and work surfaces 
occupy three walls, all connected 
together. This is the most effi- 
cient kitchen you can get because 
all of your floor traffic is kept 
out of your work area. 

I want to point out one or two 
things about this type of kitchen. 
The sink is between the refrigera- 


tor and range, and there is a def- 
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inite, practical reason why that 
arrangement exists. There are 
soiled dishes formed at this point, 
water is used in the preparation 
of food, and water is used in the 
cooking of food, so it is only logi- 
cal to put the sink between the 
two. From actual tests in homes 
we know that when you put a 
range and refrigerator together, 
with the sink at one side, you in- 
crease the number of steps re- 
quired to do one simple cooking 
operation as much as forty per 
cent. You will find in all good 
kitchen planning that the key to 
the whole kitchen arrangement is 
in getting the sink between these 
two pieces of equipment. 

We pass on to the broken-U ar- 
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rangement. We don’t believe in 
asking for structural changes un- 
less absolutely necessary. Every 
dollar spent in structural changes 
means that much less money for 
equipment that the home maker 
really needs. 

A case was reported to me rec- 
ently where a woman was told 
how she could improve her kitchen 
by a certain plan which involved 
structural changes. She called a 
contractor who told her he would 
do the work for $750, so she told 
him to go ahead, and when he 
got through it cost her $1350 dol- 
lars and she hadn’t one piece of 
new equipment; she still had her 
old ice box, her old black iron 
sink and her old range. 

Next is the L-shaped kitchen, 
covering two walls. It is the 
second best type of kitchen be- 
cause your floor traffic is kept 
out of the work area. Another 
type is the broken-L. It is still 
a well planned kitchen but it has 
drawbacks. It takes a minimum 
floor space; all of the floor traf- 
fic possess right through the work 
area; but every center is com- 
pletely organized, with a minimum 
of wasted time and effort. Last 
but not least, we have the 
straight wall kitchen, and we limit 
that to a one or two bedroom resi- 
dence because of the smaller stor- 
age space available. 

There we have the seven types 
of kitchens, with the three centers, 
and every kitchen in America can 
be grouped within these classifi- 
cations. 


Why This New Sales Method? 


There are many of you, I am 
quite sure, who are still saying, 
“We have done a goed job of mer- 
chandising individual units. Why 
change? Why try something new?” 
You have done an excellent job of 
merchandising products individ- 
ually. Kitchen merchandising, 
however, is not new or untried; 
it is simply applying to the elec- 
trical merchandising industry, 
principals that have been used 
and tried in other industries with 
amazing result. 

Let us look at two of these in- 
dustries that have used ensemble 
selling—complete room merchan- 
dising successfully. 

First, the plumbing industry— 
and the bathroom is an excellent 
example. Its success can best be 
emphasized by the fact that the 
bathroom is getting a greater per- 
centage of the building dollars in 
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proportion to actual use of floor 
space than any other room in the 
residence. 

Like many of you here in this 
room, I can well remember when 
the three pieces of equipment that 
go to make up the complete bath- 
room, were sold and successfully 
sold, as individual items. Today 
that picture has entirely changed. 
The bath room industry some 
twenty-odd years ago made the 
decision that their best approach 
to increased sales lay in a com- 
plete room rendering a complete 
service to its owner. The history 
of their struggle to establish this 
new ensemble method of selling is 
interesting from the angle that it 
took them several long years be- 
fore they appreciated that to ac- 
complish their ultimate aim they 
must combine their commodities 
in this room with other commodi- 
ties such as tile and special fit- 
tings in order that they might add 
color and added convenience to 
make the public really want to 
possess the complete room. 

The results of this campaign 
today is history. No one thinks of 
a bath room in terms of individual] 
products. We think of it, we pur- 
chase it, as a complete ensemble; 
a complete room in every detail. 

Another industry that is com- 
parable to our own that has made 
a huge success of complete room 
selling is the furniture business. 
In living rooms and bedrooms we 
find a bit more complicated prob- 
lem than the bath rooms, due to a 
greater number of varying pro- 
ducts. These rooms correspond in 
this respect to the kitchen. Should 
any of you gentlemen question 
this next statement, I would sug- 
gest that you invite your wife, as 
soon as you return home, to go 
down to any leading department 
store with a furniture department 
or a first class furniture store 
and ask her to purchase, shall we 
say, a simple living room chair. 

Will she be shown up and down 
long aisles of living room chairs 
the way we so often display ranges 
and refrigerators? She will not! 
She will be conducted into any- 
where from one to a dozen or more 
completely furnished living rooms. 
From one of these rooms she will 
purchase the chair in question but 
she has been sold a great deal 
more; she has been exposed to the 
charm and beauty and the comfort 
of a complete room with its other 
pieces of furniture, its rugs, its 
drapes, yes, even the color of the 


paper on the wall. 

There are plenty of records that 
after she gets this chair home 
among furniture that she has had 
from one to twenty-five or more 
years, that each time she uses it 
she visualizes it in the room from 
which she purchased it. These 
records also disclose that as fast 
as her finances will permit she 
will return to that store for other 
pieces of furniture, rugs, drapes, 
curtains and decorating consulta- 
tion. 


Lesson From Other Industries 


There is the other angle to this 
particular example in that a furni- 
ture man knows that a very defin- 
ite percentage of the people that 
enter his store looking for a sin- 
gle piece of furniture, have either 
the cash or the credit to purchase 
a complete room or number of 
rooms at one time. Only by the 
method of complete room exposure 
can these individuals be filtered 
out. But in the filtering process, 
the overall sales of multiple pieces 
of furniture to the average run of 
floor traffic are increased. 

Both of these industries had the 
same problem as we have. Both 
through ensemble, complete room 
merchandising, have accomplished 
outstanding results, results of the 
type we want and need. 

All we are doing in selling a 
complete kitchen is taking a page 
out of the furniture business and 
the bathroom business, and apply- 
ing it to our own business. If 
we apply it intelligently, we will 
get the same results. By not 
thinking of kitchens in terms of 
one product, or two _ products 
but by thinking of them as groups 
of products, properly related, we 
will bring customer satisfaction 
to the purchasers, and increased 
profits to ourselves. 

How are we going to do this? 
Many salesmen are using the 
kitchen planning story on every 
single call, and using it effective- 
ly. Some use very few actual 
plans, and yet are getting glorious 
results and sales, because it is a 
splendid vehicle for merchandis- 
ing. You will find these salesmen 
equipped with pictures of good 
kitchens, and they have a way of 
drawing mental pictures that will 
transform the customer’s kitchen, 
and that is preparing the way. 
Every one of you should sell in 
that way—let the kitchen be the 
vehicle, and the product becomes 
a means to an end. 
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1938’s Biggest Opportunity for Water Heater Sales 
The Modern Kitchen Bureau has designated October as “Discovery Month.” 


Millions of housewives will learn how simple and inexpensive it is to have all 
the hot water they need at the turn of a faucet. 
Nationwide activity will spur action. The slogan ‘‘One million users have 
ee discovered,” will be the “buy-word” for water heaters from coast to coast. 
ee / Your cue is to tie-in with this Discovery Campaign by using the most potent 
sales material you can get. 
The bureau will supply a striking window banner with the slogan “Electric 
Water Heater Discovery Month.” Also a powerful consumer booklet which 
tells the benefits of electric water heating in a novel and forceful way. 


PLENTY OF SALES TOOLS FOR YOU 

But Hotpoint offers you an abundance of other sales material for specific 
needs. Hotpoint has been in the forefront of activity in selling electric water 
heating through consumer advertising, sales promotion helps and sales training. 

Now you can use these sales tools to greatest advantage. Ask your Hotpoint 
representative to show you the water heater folders, broadsides, sales visual- 
izers, newspaper advertisements, Water Rater (novel instant cost estimator) 
sales manuals, electric signs, outdoor posters, sound slide films and other sales 
helps all ready to help you get the most out of Discovery Month. 

Hotpoint helps you sell electric water heating. Send the coupon today. 


EDISON GENERAL ELECTRIC APPLIANCE CO., Inc., 5614 W. Taylor St., Chicago, lil. 


CALROD ~The world’s most 
ing unit—immersed within the ELECTRIC WATER HEATERS 
eres ee ELECTRIC RANGES ¢ REFRIGERATORS 


the water. Efficient, economi- 


cal, long lived. WASHERS AND IRONERS e DISHWASHER-SINKS 


Edison General Electric Appliance Co., Inc., 
5614 West Taylor Street, Chicago, Illinois 
Send for information on Hotpoint Sales Material and the New 
Flasher Window Display to tie-in with “Discovery Month.” 
Name 
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City 
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“Associate Dealers”’ 
Reduce Sales Cost . 


OW can a dealer cut down the 

cost of selling refrigerators 

and other electric appliances out 

in the country? Distances are so 

far and homes so scattered that the 

sales expense can easily eat up the 
profit. 

One solution for this problem is 

offered by the Searcy Appliance 

Company, Tuscaloosa, Ala., which 


appoints “associate dealers” at 
stragetic points throughout the 
county. This associate dealer is 


usually someone who has bought a 
refrigerator from this concern and 
agrees thereafter to tip it off to 
others in the community who are 
actually interested in buying ap- 
pliances. 

“We have two plans of rewarding 
our associate dealers,” explained 
Battle Searcy, proprietor. “One is 
to allow them a flat $5 fee on pros- 
pects referred to us who purchase 
from us. The other is to pay them 
a 5 per cent commission on sales 
they make themselves. They use 
their own refrigerator, pump, range 
or other appliance for demonstra- 
tion purposes. In addition, they are 
equipped with a kit containing a 
rate chart, contract blanks and lit- 
erature. 

“Just the other day a customer 
living out on one of the new rural 
lines called us over long distance 
telephone. She said she had a sister 
and a neighbor who had seen her 
refrigerator and were interested in 
buying. We rode out in the after- 
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Battle Searcy prepares to call on some of his “associate dealers” 
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Tampa Electric Co. Installs Additional Model Kitchens 


By actual test the model kitchen idea for promoting sales of household electrical equip- 
ment has proved so successful for the Tampa Electric Company at Tampa, Fla., that 
the company has recently established two new kitchens in its branch offices at 
Plant City and Winter Haven, Fla. Substantial sales increases have been observed. 


noon and made both of the sales. 
Where the tipster does not have a 
telephone, she may use post cards 
furnished her for notifying us of 
prospects. We require that she must 
talk with the person before sending 
us the name and establish beyond 








doubt that the neighbor or friend 
is actually interested in, and able 
to make, a purchase. 

“When we go out on a rural line, 
we have the names of persons who 
presumably are ready to buy. Fre- 
quently, we meet them at the home 
of our associate dealer. This saves 
a lot of time and is much more 
satisfactory than cold canvassing. 
The latter method is hard to beat 
when the dealer has no other pros- 
pect source, but in the country it is 
hard to tell who can buy and who 
cannot, and a lot of time can be 
wasted with each call, more so 
than in the city. 

“Our sales on the new rural lines 
consist principally of refrigerators, 
electric pumps and dairy equip- 
ment, in the order named. We have 
found that farmers want appliances 
which will save them money as well 
as eliminate drudgery. This year 
we have found that the country 
people have more money than those 
in the city, a big percentage of 
them paying cash for their appli- 
ances. 

“We estimate that more than 60 
(Continued on page 56) 





Memphis Builders To Meet 
Local Wiring Standard 


S a result of wiring promotion 

being conducted at Memphis, 
the Smal] House Construction Bu- 
reau, an association of architects 
and building interests, has agreed 
that all houses in Memphis erected 
under their supervision will be ade- 
quately wired. Paul Renshaw, sales 
promotion and advertising mana- 
ager, Memphis Power & Light 
Company, reports that a field rep- 
resentative of the League will in- 
spect wiring plans for each: build- 
ing to see that they do meet Mem- 
phis wiring specifications as ap- 


proved and now being promoted 
through the certification plan. 
In a detailed report to Adequate 
Wiring Bureau headquarters, Mr. 
Renshaw states that the Memphis 


activity is rapidly getting under 
way. A member of the advertising 
and sales promotion division of the 
utility has been designated to as- 
sist on promotional work, and a 
member of the staff of the dealer 


coordination section will carry on 


field work. 

Meetings have already been held 
with members of the electrical in- 
dustry and others are being ar- 
ranged for architects, realtors and 
builders. The sound-slide film and 
the story of the National Ade- 
quate Wiring Program will also be 
presented before women’s clubs 
and other civic organizations. 


N. C. Contractors’ Licensing 
Law Now In Second Year 


The second year of the Electri- 
cal Contractors Licensing Law of 
North Carolina is now in progress. 
If as much success can be gained 
in this second year as has been 
gained in the first year, the Board 
of Examiners of Electrical Con- 
tractors feels that a very definite 
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step in the progress of the electri- 
cal contracting industry will have 
been made. 

To date 229 Class I, State-Wide, 
and 446 Class II, One County Only, 
Licenses have been issued by the 
Board for 1938-39. 


Georgia Contractors Hold 
Enthusiastic Meeting . . . 


HE convention of the Georgia 

Electrical Contractors Associa- 
tion held at Macon on August 12th 
was one of the most successful 
meetings ever held in that state. 
The State Association had a mem- 
bership of 122 at the beginning of 
the meeting and a number of addi- 
tional] applications were signed by 
others present. 

Every member present signed 
the Code of Buying Ethics, en- 
dorsed and recommended by 
NECA, and _ individually volun- 
teered to see personally every 
member who was not present to en- 
courage his individual adoption of 
this Code of Buying Ethics. 

Under the able leadership of 
their president, K. D. White of Co- 
lumbus, the Georgia State Associa- 
tion has developed a serious and 
earnest purpose and the member- 
ship are absorbed with the idea of 
fair play and industry teamwork. 


Inspectors Hear Wiring 
Program Described . . . 


HE Adequate Wiring Pro- 

gram was presented at the 
meeting of the Southern Section 
of the International Association of 
Electrical Inspectors which was 
held at the George Washington 
Hotel in Jacksonville, Fla., Sep- 
tember 12-14. The presentation 
was made by A. E. Schanuel, field 
representative of the National 
Adequate Wiring Bureau. 

It was pointed out to the inspec- 
tors that they are a potent factor 
in this work of educating the pub- 
lic to insist on adequate wiring in- 
stallations and their cooperation 
was requested. Following the pres- 
entation, a number of questions 
were asked from the floor, indicat- 
ing that the inspectors appreciated 
what the program meant to the 
public and to their branch of the 
industry and gave evidence that 
they are ready and willing to join 
with local groups in the activity. 

As further evidence of their in- 
terest in the program, the conven- 
tion authorized the secretary of 
the Southern Section to obtain de- 
scriptive literature, outlining the 
purpose of the program and its 
principal features, for distribu- 
tion to the entire membership. 


Georgia contractors had record attendance at their last meeting. 








Wiring Adequacy Demonstrated 
In Greer’s “House of Charm” 


OWN in Greer, South Caro- 
D lina, the Commission of 
Public Works, which sup- 

plies electric service, is holding 
open house every day for friends, 
customers, and just plain citizens 
in a complete electrical home built 
on the second story of its own 
building. And its hospitality is 
proving very effective in demon- 
strating the advantages of electri- 
cal living, not only in every room 
in the house, but outside in the 
“vard” where such things as out- 
door garden floodlighting and 
Christmas decoration can be shown. 
Of particular interest to local 
electrical contractors is the pub- 
licity that is being given to wiring 
adequacy. Specifications of the 
wiring system advocated by the 
General Electric Company were 
observed throughout the model 
home. Electrical equipment in- 
cludes a circuit breaker panel hay- 
ing six 15-ampere circuits, one 
double-pole 35-ampere circuit, and 
one double-pole 50-ampere circuit. 
The house receives current 














through three number 4 feeders 
and the house circuits are so split 
up that there is little more than one 
circuit per room, making for ex- 
treme flexibility. The air condi- 
tioning unit and electric log are 
controlled through the 50 ampere 
circuit breaker, with spare circuit 
attachment for the dining room 
cooler. The 35-ampere double-pole 
breaker controls the range and 
water heater in the kitchen, while 
other appliances are taken off the 
lighting circuit. 

The idea of the model home ex- 
hibit was born with O. T. Lawing, 
superintendent of the commission, 
who worked it out with the aid of 
his wife, the members of his staff, 
and representatives of Perry-Mann 
Electric Company, the General 
Electric distributors in the terri- 
tory. The unique plant, perhaps 
the only one of is kind in the 
South, was officially opened in late 
summer, and has been drawing ca- 
pacity attendance ever since. 

There is nothing savoring of an 
artificial display in the House of 


O. T. Lawing, commis- 
sion superintendent, 
conceived the _ idea. 


Charm, for it is a complete unit in 
itself, even to such details as tele- 
phone connections. There are five 
rooms, fully furnished and vir- 
tually ready for occupancy. An 
electric kitchen, air conditioning 
and a scientific lighting installa- 
tion feature the home. 

In architecture and decoration, 
the house is of the Colonial type, 
brick with white trim. Its entrance 
in front is a stately and graceful 
Colonial doorway, flanked by shrub- 
bery. A push button connects with 
an electrical chime in the kitchen, 
which distinguishes in its sound be- 
tween visitors at the front or the 
rear doors. Reception hall and liv- 
ing room are equipped with Lighto- 
lier crystal and silver fixtures, 
and mirrored glass switch plates. 


The Commission of Public Works in Greer, S. C., built a 
complete electrical home on the second floor of its 
own building and demonstrates the comfort and conven- 
ience of electrical living to customers and visitors. 
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THREE ATTRACTIVE HEATERS $495 
PRICED TO SELL AS LOW AS 


Arvins sell fast because their efficient 
circulating heat meets so many needs, at 
low cost. They warm the air completely 
—drawing in cold air, heating and circu- 
lating it at the rate of 45 cubic feet per 
minute. These auxiliary heaters are ideal 
wherever extra or temporary heat is de- 
sired—for small rooms, offices, stores, 
ticket booths, trailers, hospital rooms 
and many other places. 


Arvins sell in volume because wide- 
spread electrification has expanded the 
market. Owners of rural homes and city 
homes, camp cottages and trailers are all 


HEAT 


good prospects. Everyone likes the com- 
fortable warmth Arvins provide — for 
baby’s bath, shaving, dressing, drying hair 
and numerous other personal uses. You'll 
earn good profits selling Arvins this fall 
and winter. Order now from your jobber. 


All Arvin heaters operate on 50 to 60 
cycles, 110 to 125 volt. Induction type 
motors, fans and heating units are fully en- 
closed, making the heaters perfectly safe. 
Rugged steel cabinets in green enamel 
morocco finish. No radio interference. 
Rubber feet and carrying handles. 


NOBLITT-SPARKS INDUSTRIES, Inc., Columbus, Ind. 





ERS 





A unit room conditioner in the 
living room provides a pleasing at- 
mosphere in summer, and an elec- 
tric log is installed in the fireplace 
to take care of those cool Southern 
nights which may be expected even 
on the second floor of the commis- 
sion’s building. Here are found 
also, an electric clock and an exten- 
sion..telephone, the latter so 
equipped as to provide private 
communication for the occupants 
of the house exclusive of the’rest of 
the building. Furniture, lamps, 
candelabra, drapes, and fixtures 
carry out the Colonial motif. 

The dining room is also equipped 
for a unit room cooler, and the table 
is wired from the floor with out- 
lets for complete table service of all 
electrical appliances. A_ pedestal 
fan has also been installed. There 
is an antique gold and crystal light- 
ing fixture, together with two tiny 
spotlights in the ceiling, perfectly 
concealed, which highlight the 
table candlesticks and give the im- 
pression that the latter supply all 
of the illumination at dinner. 

The kitchen includes such equip- 
ment as a range, refrigerator, 
waste disposal unit, dishwasher, 
water heater, porcelain enamel 
work surfaces, base cabinets with 
roller drawers, and lighted wall 
cabinets. Over the appliances are 
steel wall panels with molding 
strips for lumiline lamps and ap- 
pliance receptacles. The kitchen 
also has a built-in recessed closet 
for the mixer. Soft light is pro- 
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Not only are fixtures and appliances stressed in the model 
home but wiring adequacy is also featured. Main circuit 
breaker panel includes one 50-amp., one 35-amp., and six 
15-amp. circuits. Service is supplied through a No. 4 circuit. 


vided over the dishwasher, and be- 
hind the window frame are suffi- 
cient colored lamps to provide any 
effect from sunrise to sunset, with 
a rainbow added for good measure. 

The breakfast nook, with cush- 
ioned seats, is wired for all appli- 
ances, and chrome switch plates are 
used throughout to harmonize with 
the modern fittings. ; 

The bedroom has mirror-back 
bed lamp, electric clock, radio, spot 
reading lamp, and a night light 
mounted under the window. The 
latter illuminates the floor only, 
and is controlled by a noiseless 
mercury switch, for the comfort of 
the sick and the confusion of bur- 
glars. Bedroom closet has space 
for vacuum cleaner, heating pad, 
and control switch. 

A concession to merchandising is 
found in a fixture room, so 
equipped that any separate light- 
ing fixture installed there can be 
turned on alone. Each fixture is 
mounted with an elixit so that it 
can easily be taken down and in- 
stalled elsewhere in the house for 
demonstration to customers. 

Mrs. O. T. Lawing, wife of the 
superintendent, and Mrs. J. R. 
Coble, home economist for the com- 
mission, played majer roles in 
planning and executing the House 
of Charm. A special edition of the 
Greer Citizen marked the official 
opening. Of particular interest is 
the fact that on the day the house 
was opened, thirteen unit kitchens 
were sold. 


A-W Bureau Offers 
Effective Folders 


One of the features of the Na- 
tional Adequate Wiring Program 
which has proved of special inter- 
est, not only to electrical contrac- 
tors but also to many utility com- 
panies and electrical leagues, is the 
direct mail series of eleven 6-page 
folders and a 32-page booklet en- 
titled “Copper in the Home.” 

This series of twelve pieces is 
put up in sets consisting of eleven 
folders and booklet and may be 
purchased with a record card for 
systematic mailing to customers 
and prospects. The complete sets 
are priced at $17.00 per one hun- 
dred sets, which is a cost of 17¢ per 
individual prospect. 

This direct mail material may 
be used in sets, or quantities of in- 
dividual folders or the booklet 
alone may be purchased. It is not 
necessary for an electrical con- 
tractor or any other individual or 
company in the electrical! industry 
to wait for the adoption of an 
adequate wiring program in his 
community. As indicated by the 
titles of the individual folders, 
every phase of utilization of elec- 
tricity in the home is covered and 
the importance of adequate wiring 
is stressed throughout. 

The booklet, “Copper in the 
Home,” has been characterized as 
“one of the finest publications on 
this subject ever produced.” 











NE of the newest units of 
the Electric Shop, Inc., of 
Baton Rouge, La., and one 


whose importance is steadily in- 
creasing, is the gas tube sign shop. 
Having undergone considerable ex- 
pansion during the past year, this 
division of operation, which re- 
quires but a small space and limited 
amount of specialized equipment, 
has proved well worth the invest- 
ment, reports M. B. Sachse, presi- 
dent of the Electric Shop. 

More important, however, is the 
fact that the experience of the Elec- 
tric Shop indicates that the gas tube 
sign business can be combined ad- 
vantageously and profitably with 
an electrical contracting business. 
“The Neon sign is essentially an 
electrical fixture,” M. A. McLin, 
operator of the unit, pointed out. 
“Insofar as it is an electrical prod- 
uct, it is logical to expect it to 
come out of an electrical shop.” 

The working space for prepara- 
tion of the tubing needed in making 
the signs, in the Electric Shop, is 
thirty by ten feet. Essential fix- 


tures are four tables on which the 


Small Investment and 


Good Profit in 
Gas Tube Sign Field 


By Dwight Abbott 


tubing is made, and a 12-foot draw- 
ing board, at which the artist 
works when making the working 
sign design. 

Of the four tables, one of them, 
twelve feet long, is covered with as- 
bestos. This is the working table: 
templets, or sheets of asbestos with 
the letters of the sign drawn out 
in actual size, are laid down upon 
it, and the operator bending glass, 
lays the heated tubing against the 
asbestos as he bends it to form the 
letters or other shapes. 

Opposite this, on the other side 
of the center aisle in the shop, is 
the fire table, where the tubing is 
heated. This has upon it a 12-inch 
ribbon burner, and one set of five- 
way cross fires. A utility burner 
and a hand torch complete the 
equipment needed on this table for 
heating the glass tubing prior to 
bending. 

On the third table, on the same 
side of the room with the work table 
are a 7.5 kva bombarding trans- 
former and the glass tube conduit 
layout for evacuation and filling 
of the tubing. Beneath the table 

























are the vacuum pump, and the buty! 
phthalate, with its heater; both of 
these pieces provide for the evacua- 
tion of the tubing. 
The fourth table 
aging the tubing by “lighting” the 
letters for a certain period when 


provides for 


this is necessary. A glass tubing 
rack is also provided, along with 
a cabinet for artist supplies. Temp- 
lets, or the asbestos sheets with 
letters drawn upon them, are kept 
under the drawing table. They can 
be used from time to time for signs 
requiring letters of the same size. 
at considerable economy in time. 
If the gas pressure is below 10 
to 13 inches water column, a booster 


pump may be needed in order to 
obtain proper operation of the 
burner. 


The procedure in making a sign 
is as follows: 

1. The complete, full-sized lay- 
out of the sign is made by the ar- 
tist. This is marked for all letters, 
screws, bolts, etc.; the metal from 
which the sign is made is then 
either painted, or sent elsewhere 
for porcelain-enameling. 

2. The tube pattern is worked 
out to conform by the artist. 

3. The lineal footage of the tube 
is determined, so as to lay out the 
wiring. 

4. The sign box 
and wired. 

5. The templet, of asbestos, is 
taken off the original drawing. 
(Continued on page 58) 


is then built 


Two operations in the routine 
of sign making are shown here. 
At top, Mr. McLin demonstrates 
method of bending tubing. At 
left, a small sign is being “bom- 
barded” to remove impurities. 















New Field for Contractor-Dealer in 


Electrical Space Heating 


WO young bachelors, who be- 
lieve in the application of 
modern electrical progress 
and appliances, recently completed 
the first residence in Atlanta, Geor- 
gia, utilizing an electrical heating 
system. These young men, Anthony 
de Vaughn and Julian Barfield, se- 
lected an electrical heating sys- 
tem for their home, situated in the 
Druid Hill section, about seven miles 
from the heart of the city, because 
of its convenience and cleanliness. 
In addition to providing uniform 
heat in the individual rooms accord- 
ing to the temperature desired, the 
system also serves as an air circu- 
lator in the summer. 
“Briar Patch House,” the name 
given the home, is heated entirely 
by electricity. Installed by the Elec- 


tric Service Co., of Decatur, Ga.. 
the system consists of individual, 
built-in units constructed with 
aluminum fins cast on Calrod 
heating elements. This design en- 
tirely eliminates all bare hot wires 
and glowing elements and provides 
over forty times the surface of the 
ordinary flat strip or open wire 
heater. 

These individual units are built 


By Lew Morris 


into the wall, just a few inches from 
the floor board, and have the ap- 
pearance of a warm air grill. A 
fan maintains a constant flow of 
air over the heating elements. The 
units used in “Briar Patch House” 
(there are several different types 
on the market today) are rated at 
four kilowatts and 220 volts. 

The system according to Mr. de 
Vaughn and Mr. Barfield has 
proven very efficient and also eco- 
nomical. The cost of heating for 
the cold weather season last winter 
in this home was about eleven dol- 
lars per month, the owners re- 
ported, which was less than coal 
would have cost them. This low 
cost was accounted for partly by 


insulation used in the walls and 
roof of the house which, of course, 
is a wise measure regardless of 
how a house is heated. 

The heaters were purchased 
through the local power company. 
The average cost of such units 
varies from sixty to seventy-five 
dollars each. Installation is simple 
and the cost for an average size 
home should figure around twenty- 
five to thirty-five dollars 

The type heater used in “Briar 
Patch House” is designed for 
mounting in standard two by four 
wall construction with the grille 
flush with the wall surface. The 
size of heater for the rooms was 
determined in the same way as 
for any other type of heating sys- 
tem. This takes into consideration 
the type of construction, dimen- 
sions, insulation, number and size 
of windows, nature of exposure 
and other factors. 

The built-in wall heater, such as 
is pictured in “Briar Patch House,” 
utilizes the inherent advantages of 


Built-in electrical space heaters are 
ideal for this small, suburban home 
near Atlanta, Ga. In addition to low 
first cost such units have the advan- 
tage of cleanliness and convenience. 








ELECTRICAL SOUTH for OCTOBER, 1938 




















Another typical installation of the built-in 


electrical space heater is shown here. 


In the 


diagram the cross section of the heater shows 
the position of heating unit and circulating fan. 


electricity to the fullest and at the same time 


presents a pleasing appearance. 


Several new 


designs of built-in heaters of the flush wall 


type are now being marketed. 


This type of 


heater is used mostly for homes, apartment 
buildings, office buildings, summer cottages, 


etc. The unit is controlled by a snap 
switch or by a thermostat, and in 
either case a thermal safety 
switch is also provided to guard 
against overheating of the ele- 
ment in the event air circulation 
fails because of fan trouble or 
any other cause. 

Such electrical heating systems 
offer further sales opportunities 
for electrical contractors and deal- 
ers where local rates for electric 
service will justify their operation. 
In the case of smaller homes, par- 
ticularly, such units have many 
advantages. Where one or two 
units will provide sufficient heat, 
the first cost will be considerably 
less than a central heating plant. 
In addition such systems offer the 
advantages of not requiring a fuel 
supply ; elimination of ashes, smoke 
and fumes; automatic control with- 
out delay or waste; and reduction 
in building expense since the cost 
of wiring is considerably less than 
the cost of piping, ducts, and chim- 
neys. A factor that appeals to many 
small home owners is the elimina- 
tion of all labor in connection with 
the heating system. 


Home Lighting Studio For 
Demonstration And Display 
(Continued from page 6) 


friends and visitors about the build- 
ing. Many more employees are made 
conscious of their own lighting 
problems and come in to counsel 
with us. Many more customers come 


in since it is more accessible. Some 
drop in to inquire of its purpose, 
attracted by the appearance from 
the windows. 

No opportunity is lost to show all 
visitors through and explain dif- 
ferent lighting principles. The pur- 
pose of the display booths is to 
show good lighting in room set- 
tings, to illustrate the effect of 
light on color, and to show style in 
lighting fixtures as related to the 
other furnishings. The adapters 
are used to demonstrate ways of 
modernizing old equipment. 

For several years now, we have 
contacted customers who are build- 
ing new homes and offered them 
our services by letter and telephone. 
The work has steadily increased 
until assistance is given to most of 
the new homes built in the Okla- 
homa City district. Verbal recom- 
mendations are given or a complete 
wiring layout prepared by a mem- 
ber of our staff in cooperation with 
the Engineering Department. 


Home Group Demonstrations 


Another phase of our work which 
has created considerable interest is 
demonstrations to small groups in 
homes. Lamps, adapters, shades, 
etc., are used in connection with a 
home lighting kit to present a 
forty-five minute discussion of 
lighting to a group of eight or 
sixteen persons. A wall type lamp 


is given the hostess in whose home 
the demonstration is given for, her 
trouble in assembling the group. 
For a group of sixteen persons, two 
lamps are given. 

The equipment for these demon- 
strations is carried in canvas bags, 
drawn up by a heavy cord. We have 
two complete sets so that two dem- 
onstrations can be given separate- 
ly. When not in use, the bags are 
kept in the storage room. 


Economy Stressed In 
Range Promotion 
(Continued from page 7) 


rooms and discover the economy of 
electric ranges for themselves. 

Part of The Modern Kitchen Bu- 
reau promotion calls for salesmen 
to obtain actual monthly consumer 
bills which prove the low-cost of 
electric cooking—to use these un- 
answerable arguments in favor of 
electric range economy. 

Thus, with almost its entire em- 
phasis on economy, with its atten- 
tion-arresting slogan, with a plan 
that calls for a backing-up of that 
slogan with visible proofs in con- 
sumer bills, The Modern Kitchen 
Bureau hopes to liquidate once and 
for all the persistent fallacy of 
electric cooking expense. By doing 
so, it knows that it will remove 
the last great barrier to a flood 
of electric range sales. 
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ng he Southern Section, 


| A.E.!.. injected new enthusiasm into the activities of this lively 


| _! 


Considered by all who attended as one of the most successful meetings of its kind, the tenth annual meet- 


grour 


Southern Electrical Inspectors Meet 


For Annual Code Discussion 


ECOGNIZED nationally as 
R the scene of the most en- 

thusiastic Code _ discus- 
sions throughout the country, the 
annual meeting of the Southern 
Section, International Association 
of Electrical Inspectors, in Jack- 
sonville, Florida, September 12 to 
14, proved to be no exception. 
Lively participation in the discus- 
sions by nearly one hundred per 
cent of those in attendance char- 
acterized the meeting from its 
opening session. 

Although the meeting place was 
located in the extreme southeast- 
ern section of the territory em- 
braced by the Southern Section, 
attendance was very satisfactory. 
More than 250 members and 
guests registered, of whom nearly 
30 were from outside the southern 
states. 

J. L. Speights, chief electrical 
inspector for Virginia Electric & 
Power Co., and president of the 
Southern Section, presided over 
the meetings. Although the pro- 
gram consisted largely of discus- 
sion and action upon proposed 
changes in the National Electri- 
cal Code, a number of splendid 
addresses on new developments 
and general problems of the in- 
dustry were presented. 

Walter A. Stall, chief electri- 


cal inspector for Jacksonville, 
and general chairman of the con- 
vention, was given a rising vote 
of thanks by the convention for 
what was conceded to be one of 
the most enjoyable entertainment 
and recreational programs in the 
history of the association. 


President’s Address 


One of the high points of the 
meeting was the address of the 
International President, Harvey 
N. Pye, chief engineer, South- 
eastern Underwriters’ Assn., At- 
lanta. Mr. Pye recognized the 
tenth anniversary of the jAsso- 
ciation by reviewing the objec- 
tives of the Association and di- 
recting attention to some of its 
outstanding accomplishments in 
recent years. 

Regarded as particularly con- 
structive were the recommenda- 
tions of the president for future 
action. These recommendations, 
pointed out as possible avenues 
for increasing the usefulness of 
the Association to the member- 
ship, the public and the electri- 
cal industry, included: 

(1) A more effective Code 
Committee to function as a fact- 
finding and advisory committee 
to keep the membership informed 
on the merits of proposals for 


Code changes in an orderly way 
through the proper channels and 
in advance of formal considera- 
tion by the Association and its 
sections and chapters. 

(2) A meeting of representa- 
tives of the Association and the 
utility group to discuss the Edi- 
son Electric Institute proposals 
for Code changes. 

(3) An IA.E.I. inspectors’ 
guide as information to inspec- 
tors in making and reporting on 
inspections. 

(4) A “Uniform Recommended 
Electrical Inspection Ordinance” 
as an IJ.A.E.I. standard form. 

(5) A committee to study the 
special rules additional to the Na- 
tional Electrical Code now in ef- 
fect in various cities, and to com- 
pile an informative report classi- 
fying the special rules in two or 
more groups, listing separately 
those suitable for recommenda- 
tion as I.A.E.I. proposals for 
Code changes. 

(6) Lessening the burden on 
Association headquarters, by elim- 
inating or reducing to a minimum 
insofar as may be possible, the 
routine work in connection with 
special committee, section and 
other activities. 

(7) Organizing a public rela- 
tions committee to include the 
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present scope and activities of the 
Publicity Committee. 

The Southern Section voted an 
indorsement of all of the Interna- 
tional President’s recommenda- 
tions with the reservation that 
the committee referred in the 
second proposal, which will meet 
with the utility group to discuss 
the Edison Electric Institute pro- 
posals for Code changes, will not 
have authority to bind the Asso- 
ciation. The Section also recom- 
mended that its representatives 
to the Executive Council oppose 
any action on these proposed 
Code changes until the sections 
have an opportunity to discuss 
them. 


Code Formulation 


In discussing his recommenda- 
tion for a more effective Code 
Committee, Mr. Pye described re- 
cent changes in the handling of 
Code matters by the National 
Fire Protective Association. 

“Due to a change made by the 
Electrical Committee of N.F.P.A. 
in the time for handling Code 
matters,” he said, “I believe there 
is a greater opportunity for in- 
creasing the usefulness of the 
I.A.E.I. participation in the Na- 
tional Electrical Code’s revision 
program. 

“Heretofore, there op- 
portunity for our membership to 
discuss and give formal consid- 
eration during regular’ section 
meetings to the published Article 
Committee reports of the Electri- 
cal Committee prior to their for- 
mal consideration and action by 
the Committee. 

“Nor was there opportunity for 
inspectors to review and become 
familiar with changes in new 
Codes just off the press prior to 
their consideration at _ section 
meetings—the principal feature 
of each section meeting in each 
new Code year. 

“Under the new program, the 
recommendations of the Electri- 
cal Committee will be published 
well in advance of section meet- 
ings, thus giving individual mem- 
bers ample opportunity to review 
the proposed Code changes and 
permitting the Association to pre- 
sent its well considered reaction 
to the proposals in sufficient 
time for consideration by the 
Electrical Committee. In addi- 
tion, our Association representa- 
tives on the Electrical Committee 
will have the benefit of the As- 
sociation’s views and actions on 


was no 
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all proposals for Code changes.” 

Another interesting suggestion 
of the president related to the 
many special rules appearing in 
local ordinances. 

“The statistical report on mu- 
nicipal electrical ordinances for 
the year 1937,” he said, “as com- 
piled by NEMA, reveals the fact 
that 70% of the 700 municipal 
electrical ordinances on file con- 
tain special rules additional to 
the National Electrical Code, and 
that 65° of the ordinances re- 
strict the type of wiring that may 
be used. 

“To what extent are these spe- 
cial rules made necessary by local 
conditions?” he _ asked. “How 
many of these special rules have 
sufficient merit and general ap- 
plication to warrant Code consid- 
eration? Would not a study and 
classification of these special 
rules constitute a useful and 
worthwhile Association activity? 
NEMA would no doubt be willing 
to contribute the services of their 
regulatory legislation department 
in compiling the necessary data. 

“An informative report, listing 
the special rules suitable for rec- 
ommendation as Code proposals 
by I.A.E.I. and those not endorsed 
by ILA.E.I. on account of being 
local in character or dictated by 
special interests, should be useful 
to members and should tend to 
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encourage a more general accep- 
tance ‘of the Code without the 
need for special additiona! rules.” 

Among others who addressed 
the meeting was L. F. Adams, 
General Electric Co., Schenectady, 
who discussed synthetic insulat- 
ing liquids for transformers. 


Synthetic Insulating Liquids 


Mr. Adams compared the char- 
acteristics of ordinary mineral 
transformer oil with those of 
“Pyranol” (trade name for a fam- 
ily of synthetic dielectric and cool- 
ing mediums used in transform- 
ers.) He pointed out that in di- 
electric strength, Pyranol sur- 
passed mineral by 25% to 40%, 
depending on the temperature; its 
dielectric constant approached 
that of the solid insulation ma- 
terial used in transformers; it is 
non-oxidizing therefore non-sludg- 
ing and non-acid forming; it de- 
mulsifies twice as fast as mineral 
oil; it has a freezing point ap- 
proaching that of mineral oil; its 
viscosity and its cooling proper- 
ties are about the same as mineral 
oil; and, what is perhaps the 
greatest advantage, it is non- 
flammable and _ non-explosive 
liquid thus eliminating the dan- 
ger of oil fires and explosions 
should a transformer fault occur. 

J. M. Flanigen, Georgia Power 
Co., Atlanta, presented an inter- 


One of the high points of the meeting was the address of International 
President Harvey N. Pye, who offered seven constructive recommenda- 
tions to the Association. At the table with Mr. Pye, left to right, are 
A. J. Bommer, newly elected president; Joseph Whitner, secretary; and 
J. L. Speights, retiring president; all of the Southern Section. 




























A. J. Bommer, newly elected president, smil- 
ingly acknowledges the convention’s applause. 


esting discussion on “Motor Char- 
acteristics.” He took up in suc- 
cession the various types of mo- 
tors in use in homes and industry. 
A feature of his presentation was 
a group of curves illustrating the 
length of circuit permissible for 
any given type of motor without 
producing voltage drops during 
starting in excess of those permit- 
ted by the Code in its recommen- 
dations. 

The Section received with par- 
ticular interest the description of 
the National Adequate Wiring 
Program offered by A. E. Schan- 
uel, of the National Adequate 
Wiring Bureau. At the conclu- 
sign of Mr. Schanuel’s address, 
the section passed a resolution 
requesting that the secretary ob- 
tain suitable literature describ- 
ing the program in detail and 
make it available to every mem- 
ber of the Section. 

Inspector members, particular- 
ly, exhibited great interest in an 
illustrated lecture presented by J. 
W. Whittington, entitled “Getting 
the Most Out of Electricity Safe- 
ig.” Consisting of projection 


slides, with record sound accom- 
paniment, the lecture included an 
interesting dialogue between an 
inspector, an employee of an elec- 
utility, and a home owner. 


tric 


T h e emphasis 
placed on wiring 
adequacy and 
safety in lan- 
guage easily un- 
stood by the lay- 
man makes this 
presentation of 
particular use in 
various meetings 


of the _ public. 
Copies of the 
slides and_ the 
sound _ records 
are to be made 
available for the 
use of local 


groups who may 
desire them, 
Another illus- 
trated lecture of 
interest was pre- 
sented by G. A. 
Johnson, of the 
American Metal 
Moulding Co. 
This film de- 
seribed in detail 
the technique of 
manufacturing 
wire products. 
“Recent Elec- 
trical Work of the Underwriters’ 
Laboratories,” was the subject of 
an address by M. M. Brandon, as- 
sociate electrical engineer for 
Underwriters’ Laboratories, Inc., 
New York. Mr. Brandon describ- 
ed some of the more recent elec- 
trical developments such as elec- 
tro-static filtering devices, steril- 
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izing lamps, etc., and explained 
the routine of the Laboratories. 

The concluding address was 
made by Ernest E. Anders, Jack- 
sonville city commissioner in 
charge of the municipally-owned 
electric utility, who described the 
pleasant relations existing be- 
tween the utility and local elec- 
trical contractors. He outlined 
a cooperative plan operating be- 
tween the city and the contrac- 
tors. The plan provides for the 
financing by the city of the cost 
of wiring homes for ranges and 
water heaters, on a basis of 10% 
down and 10% per month until 
paid, without interest. When ap- 
plications are received, they are 
turned over to the local contrac- 
tors’ association which in turn 
distributes them among its mem- 
bers. 

Celebrating its tenth annivers- 
ary, the Southern Section honored 
its ten past presidents by present- 
ing them with gavels each of 
which carried an appropriate in- 
scription. Among those honored 
were: N. E. Cannady, Raleigh, 
N. C.; L. T. Rogers, Shreveport, 
La.; H. N. Pye, Atlanta, Ga.; 
Cc. S. Graham, Jacksonville, Fla.; 


E. L. Kenderdine, Ft. Worth, 
Texas; T. W. Bowry, Richmond, 
Va.; E. A. Thibodeaux, Thibo- 


deaux, La.; J. G. Fisher, Jack- 
son, Miss.; A. A. Coffin, Mobile, 
Ala.; and J. L. Speights, Rich- 
mond, Va. The presentation was 
(Continued on page 55) 


HONORARY 
TY COMMISSIOBER 


New officers elected to serve the Southern Section during the coming 


year are, left to right, Frank G. Camus, Shreveport, 2nd vice president; 
A. J. Bommer, Dallas, president; C. S. Whitaker, Durham, Ist vice presi- 


dent; and Joseph Whitner, Atlanta, re-elected secretary-treasurer. 


























Utility Engineers To 
Meet In Birmingham 


EARLY 75 engineers repre- 

senting member companies 
of the Southeastern Electric Ex- 
change are expected to attend the 
first meeting of the season of the 
Engineering and Operation Sec- 
tion which is scheduled for Sep- 
tember 29 and 30 at the Tutwiler 
Hotel of Birmingham. 

A diversified program arranged 
by the section chairman, R. I. 
Butterworth, general superintend- 
ent, East Tennessee Light & 
Power Co., will occupy the meet- 
ing until noon of the second day. 
An inspection trip through the 
new T. C. I. & R. Co. tin plate 
mill and the Fairfield Substation 
of the Alabama Power Co. will 
conclude the meeting. 


Technical Program 


Scheduled for the first morning 
is an address by F. C. Weiss, man- 
ager of engineering and construc- 
tion, Alabama Power Co., on 
“Construction and Operation of 
the Mitchell Dam-Mobile Trans- 
mission Line.” In presenting this 
discussion, Mr. Weiss will be as- 
sisted by E. R. Coulbourn, D. F. 
Elliott, and A. Mergenthaler. 

E. W. Whitmer, test engineer, 
American Gas & Electric Service 
Corp., will also address the morn- 
ing meeting, his subject being 
“Power Factor Testing of Insula- 
tion—Reconditioning of Oil.” B. A. 
Fleshman, electrical engineer, 
East Tennessee Light & Power 
Co., will lead the discussion fol- 
lowing Mr. Whitmer’s talk. 

Three addresses will be heard 
in the afternoon session. The 
speakers and their subjects are: 
J. M. Flanigen, assistant superin- 
tendent of retail operations, 
Georgia Power Co., “Electric 
Water Heater Loads and Diversi- 
ties as Determined by Field 
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Tests”; E. D. Treanor, executive 
engineer, Transformer Engineer- 
ing Dept., General Electric Co., 
“Wound Core Transformer Devel- 
opment”; C. R. Gilchrist, sales en- 
gineer, Westinghouse Electric & 
Mfg. Co., “Development of Induc- 
tion and Step-Type Regulators.” 
A feature of Mr. Gilchrist’s pre- 
sentation will be a_ specially 
equipped regulator demonstration 
truck available for inspection. 

Opening the second morning 
session will be L. M. Smith, engi- 
neer, Alabama Power Co., who will 
describe interesting features of 
the Fairfield Substation. Mr. 
Smith will be followed on the pro- 
gram by G. W. McCracken, chief 
engineer, Birmingham Electric 
Co., who will discuss “Distribu- 
tion Transformer Maintenance as 
Carried On by Birmingham Elec- 
tric Co.” 

A round table discussion will 
conclude the meeting. Among the 
topics to be discussed are: Im 
proving Man-Power Efficiency; 
Recording Distribution Trans- 
former Load Increases; Coordina- 
tion of Fuses and Relays; Pri- 
mary and Secondary Fusing Prac- 
tice; Use of Gaps on Distribution 
Circuits; Starting Current Limi- 
tations for Motors Served from 
Combination Light and Power 
Secondaries; Fir Versus Creosoted 
Pine Cross Arms for Distribution 
Circuits; and Methods of Compil- 
ing System Maps. 





Plans Progressing For A. |. E. E. 
Southern District Meeting 


S already announced in ELEc- 
TRICAL SOUTH, arrangements 
are being made for the AIEE Sou- 
thern District meeting, which will 
be held in Miami, Fla., November 
28-30, 1938. Headquarters will be 
in the Miami Biltmore Hotel. 
The program will include three 
technical sessions and an after- 


noon student session. Groups of 
papers for the technical sessions 
will deal with the subjects of 
radio and telephony, electric 
power generation, and transmis- 
sion and distribution. There will 
be other papers and discussion 
dealing with economic and social 
problems from an_ engineering 
viewpoint. 


New Device Speeds 
Breaker Action . . 


FASTER operating time for 

many conventional tank- 
type oil circuit breakers now in 
use can be achieved through ap- 
plication of a new multibreak in- 
terrupter developed by the Gen- 
eral Electric Company. Recently 
subjected to interrupting tests on 
138 kv and 230 kv systems, the 
new devices consistently cleared 
short circuits as high as 2,000,000 
kva in less than 5 cycles. In each 
series, carbonizing of the oil and 
erosion of the contacts were very 
moderate in spite of the fact that 
these tests are believed to be the 
most severe yet made on a high- 
tension circuit breaker. 

The new multibreak interrupter 
utilizes the oil blast principle. 
Pressure created by the arc forces 
oil across the are and out through 
ports in the cylindrical housing. 
This principle is responsible for 
the new interrupter’s ability to 
obtain performance, on circuit 
breakers of the conventional type, 
that approaches the impulse de- 
signs for voltages of 115 kv and 
above. The tests of the new in- 
terrupters disclosed that six 
breaks per terminal for 230 kv ap- 
plications, and four for 138 kv 
service, were adequate. 

The interrupter is contained in 
a thick-walled, cylindrical hous- 
ing of insulating material of high 

(Continued on page 56) 





TVA Installs A-c Calculating Board 
For Detailed System Studies 


HE Tennessee Valley Au- 
thority has recently com- 
pleted the installation of an 
a-c calculating board (otherwise 
variously called a-c network calcu- 
lator and a-c network analyzer) in 
its offices at Chattanooga. This 
is the first a-c calculating board in 
the South and at the time of its in- 
stallation was the third in the 
country outside the manufacturers 
and school laboratories. The first 
a-c calculating board was built by 
the Massachusetts Institute of 
Technology and the General] Elec- 
tric Company about 1930 and was 
installed in the electrical laboratory 
of the school. While this board was 
of an experimental nature, it is still 
in constant and satisfactory use. 
Shortly after the M.I.T. board 
was completed, the Westinghouse 
Electric & Manufacturing Company 
announced the commercial produc- 
tion of a-c calculating boards. One 
was built and installed in their East 


By V. J. Cissna 


Electrical Engineer, Division of 
Design and Construction 
Tennessee Valley Authority 


Pittsburgh Works, and two were 
sold commercially. In 1937 the 
General Electric Company an- 
nounced its advent into the com- 
mercial production of a-c calculat- 
ing boards. Two boards were sold 
in 1937, one by each manufacturer. 
This ended a seven-year interval in 
which no a-c calculating boards 
were sold. 

Before purchasing its own board, 
the Authority made use of the 
M.I.T. and Westinghouse boards. 
The program of the Authority had 
not been long under way before it 
was seen that the electrical fea- 
tures would require extensive a-c 
board analysis and that if reliance 
was to be placed upon obtaining 
the use of the above boards, which 
are usually scheduled for months 


in advance, costly delays could re- 
sult or “opinion” engineering would 
have to be accepted. 

Past experience of the power in- 
dustry with this type of engineer- 
ing and its frequently unfortunate 
results convinced the Authority 
that it should not take avoidable 
chances. It therefore decided to 
purchase its own a-c calculating 
board, and the Westinghouse Elec- 
tric & Manufacturing Company was 
the successful bidder. 


Features of the A-c Board 


For many years before the ad- 
vent of the a-c calculating board, 
the d-c calculating board which has 
resistance units only was used to 
analyze the flow of fault currents 
in complicated a-c networks, but 
there its practical use stopped as 
far as a-c currents were concerned. 
The analysis of a-c fault currents 
by means of the d-c board is 
usually made by the _ reactance 


The Tennessee Valley Authority’s new a-c calculating board, only one of its kind in the South, will enable the 
Authority to make precision studies of load distribution, transient stability, relay operation and short circuits. 
This general view of the board shows the power source cabinets occupying the left panels, the meter desk 


in the center, and the plug board and set-up section at the right. 


The board is installed at Chattanooga. 
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Above, a close-up view of the meter desk. 





At right, a 


view of the plug board and the set-up section showing 
details of construction with one panel door swung open. 


method whereby circuit resistance 
is neglected, thereby permitting re- 
actance to be represented by re- 
sistance. 

This method is still considered 
sufficiently accurate for the de- 
termination of circuit breaker 
duties and bus stresses, since a 
factor of safety is required. Relay 
studies on the d-c board are usually 
more accurately made by using 
scalar impedance instead of re- 
actance, especially if parallel paths 
are involved in which the X-R ratio 
is different. 


Advantages of A-c Board 


The a-c calculating board, as de- 
veloped, permits the true single 
phase representation of a-c power 
systems in their entirety. Whereas 
the d-c board contains only re- 
sistance units, the a-c board is com- 
posed of the following: 

(a) Generator units which can 
be used to represent any synchron- 
ous equipment, with its internal as 
well as terminal voltage. 

(b) General impedance units 
which can be used to represent line, 
transformer, reactor or generator 
impedances, and heavy loads. 

(c) Impedance units for repre- 
senting loads. 

(d) Variable ratio auto trans- 
formers for representing trans- 
former taps and unequal trans- 
former ratios. 

(e) Capacitor units for repre- 
senting line capacitance, static ca- 
pacitors, or synchronous condensers 
in steady state problems. 


(> BMautent 
transformers’ to 
represent the 
coupling of par- 
allel circuits not 
terminals common. 

(zg) Metering equipment which 
can be used to obtain: voltage with 
its phase angle at any point on the 
system; current, power, and reac- 
tive power in any circuit of the 
system; and voltage drop across 
any circuit. 

Having available a means of set- 
ting up a true representation of a 
complete electrical system, it is 
possible to analyze any of the 
steady state system conditions an- 
ticipated and transient conditions 
involving the fundamental system 
frequency. Space is not available 
here to describe all of the various 
problems possible of analysis and 
only those most frequently met with 
will be briefly discussed. These 
are: 

1. Load distribution and voltage 
regulation studies. 

2. Transient stability. 

3. Short circuits (circuit break- 
er duties). 

4. Relay studies. 

All studies are usually made by 
the kva base method as is the case 
with studies on the d-c board. How- 
ever, more care is required in se- 
lecting the kva base for a-c board 
studies in order to obtain the most 
efficient use of the board units and 
to avoid overloading units. The 
same kva base ordinarily is not 
suitable for the study of short cir- 


having both 
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cuits and load distribution on the 
same system. The maximum indi- 
vidual] oad of a load distribution 
study usually fixes the kva base, 
whereas in a short circuit study it is 
the maximum fault current in any 
one circuit. In either case, this 
maximum current must not exceed 
the ratings of the a-c board units. 


Load Distribution Studies 


System load distribution and 
voltage regulation can be studied 
with accuracy, as close if not closer 
than can be obtained by simul- 
taneous readings on an actual sys- 
tem. This allows an accurate de- 
termination of synchronous con- 
denser capacities, power factor rat- 
ings of new generating stations, ef- 
fects of transformer tap changes in 
loop circuits, phase angle ranges of 
phase shifting transformers in in- 
terconnections involving loops, 
whether or not proposed new cir- 
cuits in a network will function as 
desired, etc. “I-squared-R” losses 
unless large cannot be determined 
with any degree of accuracy. This 
is due mainly to metering limita- 
tions, in that only slide rule ac- 
curacy can be obtained since meter 
readings must be multiplied by a 
large power multiplier. As a re- 
sult, “I-squared-R” losses, if only 
a few percent of the load being 
transmitted, cannot be relied upon. 

Loss calculations can be made, 
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FIG 1 
SCHEMATIC D.C. BOARD DIAGRAM FOR THREE PHASE FAULT ANALYSIS 








however, from the power flows as 
determined on the a-c board with 
satisfactory results. 


Transient Stability Studies 


Transient stability studies are 
very important in system design 
and should be made for al] major 
system expansion programs. Such 
studies will determine the most 
suitable generator reactances and 
inertias, plant tie line capacities 
and overall circuit breaker speeds 
required. 

Transient stability studies are 
studies of phase angles and genera- 
tor inertias. Sudden changes in 
generator loadings, usually due to 
faults on the system, act upon the 
generator inertias to change gen- 
erator speeds and consequently 
their phase angles. 

The a-c calculating board is par- 
ticularly useful in such _ studies. 
They are made by the step-by-step 
method for very small time inter- 
vals. For any given instant the 
calculating board “freezes” the 
conditions while all necessary read- 
ings can be taken. The changes of 
the phase angles of the generators 
with time are calculated and plot- 
ted and become the familiar swing 
curves. If the phase angle between 
adjacent plants reaches 180° the tie 
is considered to be unstable. 

Transient stability studies are 
frequently the only means of de- 
termining if proposed interconnec- 
tions will operate satisfactorily and 
must be made before specific blocks 
of power can be written into con- 
tracts. 


Short Circuit Studies 


Short circuit studies for circuit 
breaker duties and bus stresses are 
made readily by the use of the a-c 
calculating board, but can be made 
with sufficient accuracy with the 


d-c board, as stated before. The 


main object in such studies is to 
make sure that an ample factor of 
safety is obtained. However, if the 
refinements of the internal voltage 
method of fault calculations are de- 
sired, the a-c calculating board 
must be used. Figure 1 shows a 
schematic d-c board diagram for a 
short circuit study. Figure 2 shows 
a schematic diagram suitable for a 
short circuit study by the internal 
voltage method. 

If short circuit studies are to be 
made on the a-c board in a manner 
similar to that used on the d-c 
board, a single generator unit is 
used to replace the d-c generator 
shown at the left in Figure 1. 
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Relay Studies 


By relay studies are meant the 
studies involving relay voltages and 
currents for all types of faults. 
Such studies can become quite in- 
volved and in a widespread system 
it may be necessary to set up the 
system network in the same man- 
ner as for a load distribution study, 
with loads and line capacitance 
represented. Internal voltages also 
should be used. 

When ground faults are studied, 
the method of symmetrical com- 
ponents is utilized and the negative 
and zero phase sequence networks 
for the system are required. The 
negative phase sequence network, 
including loads and capacitance, is 
set up on the board together with 
the zero phase sequence network 
also with its capacitance, a quan- 
tity difficult to obtain accurately 
in some cases. All three networks 
may be set up simultaneously if the 
calculating board has_ sufficient 
units, but if not the negative and 
zero phase sequence networks can 
be set up separately and equivalent 
impedances at all fault locations de- 
termined, together with the current 
distribution in all circuits. This 
involves no approximations since, 
according to the theory of sym- 
metrical components, negative and 
zero phase sequence voltages are 
generated at the fault. 
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SCHEMATIC A.C. BOARD DIAGRAM SHOWING CONNECTIONS AND METHODS 
OF REPRESENTING VARIOUS PARTS OF THE SYSTEM 
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Organizing the Service Shop 
For Refinishing Work 


By Allen Parker 


HE old saying that a piece of 

merchandise well displayed is 
half sold is undoubtedly true in the 
appliance field. The manufac- 
turers have recognized this fact 
and have made appliances as attrac- 
tive as possible that they might be 
well displayed. 

An electric range, refrigerator, 
water heater, or other appliance, 
even if mechanically perfect, would 
indeed be hard to sell if its appear- 
ance detracted from its immediate 
surroundings, or if it failed to 
stimulate pride of ownership. 

Other than the streamlined de- 
signs, no single factor has contrib- 
uted more to the attractiveness of 
modern appliances than the exterior 
finish. In spite of the fact that the 
purchaser is most critical in his 
demand for a perfect finish, he fre- 
quently allows the appliance to be- 
come unsightly after a few years of 
use. 

When the finish begins to crack, 
fall off, and rust, or becomes dis- 
colored, the owner may get new 
pleasure from his appliance by hav- 
ing it refinished. 

Perhaps the serviceman has been 
at fault for not suggesting a refin- 
ishing job when he made his last 
call; especially since there is a tidy 
profit in such service. And there 
is additional profit to be made in 
the sale of hardware, gaskets and 
accessories that might be replaced 
when the refinishing is done. 

But why hasn’t the service man 
solicited this work? The answer, 
apparently, is that service organi- 
zations haven’t realized the profit 
possibilities in this type of work 
and haven’t equipped themselves to 
take care of it. It is obvious, how- 


Good profits await the service 
shop equipped for refinishing 
electrical refrigerator cabinets. 


ever, that an electric appliance serv- 
ice shop needs this equipment if 
they are to be able to render com- 
plete service? 

To get an automobile touched up 
or repainted, a few years ago, you 
must have chosen necessarily a 
specially equipped shop but today 
you find every first class shop 
equipped for the work. 

This same opportunity is offered 
in the servicing of electrical appli- 
ances. It also presents a unique 
opportunity to develop business 
each winter when service work is 
usually slack and the customers can 
most conveniently do without such 
appliances as refrigerators while 
the work is being done. 

The finish on most appliances is 
either porcelain or paint, or a com- 
bination of the two. Painted sur- 
faces are the ones that can be re- 
finished in the average shop. Lac- 
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quer paint was used for years but 
more recently synthetic enamel, 
under various trade names, has been 
adopted almost universally. Either 
of these paints are applied with a 
special spray gun. 

If he desires to use a little in- 
genuity the service man can convert 
an old discarded refrigerator com- 
pressor into a suitable air compres-: 
sor. For a small shop, a 1-2 hp 
compressor is of ample size and will 
do a very nice job, although it will 
not be as fast as a larger compres- 
sor. For touch up work, or a com- 
plete refinish where there is not 
much labor involved for sanding 
and cleaning, a small portable com- 
pressor can be made from a 1-4 hp 
domestic refrigerator compressor. 
This unit will enable the service 
man to do the work on the custo- 
mer’s premises. 


Improving Equipment 


In constructing the outfit an old 
refrigerator base will be found suit- 
able for mounting the compressor 
and motor. Also, a small tank which 
has been given a hydrostatic test 
of about 300 Ibs. per sq. inch should 
be mounted on the base for a com- 
pressed air chamber. A safety air 
pop valve set at about 50 Ibs. should 
be installed on the tank for safety 
and better gun operation. A small 
hand valve installed at the lowest 
point of the tank will prove inval- 
uable in removing condensed water 
from the tank periodically; other- 
wise, the water will soon take up 
too much of the air space and will 
also spill over into the gun hose and 
cause water bubbles or spots to peel 
eon the surface, 

These small spray outfits usually 
operate best with the pressure type 


Sandblasting is the best method 
of preparing surface for new paint. 
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gun utilizing a vacuum cup. The 
cubic air capacity of the gun should 
be balanced as near to that of the 
compressor as practical, possibly 
5 to 71-2 cubic feet per minute. 
Ample pressure for operating these 
guns is about 50 lbs. A wider range 
of operating pressure can be ob- 
tained by using a pressure regulat- 
ing valve in the air supply line and 
keeping the pressure constant at 
the gun at 50 Ibs. with a higher 
head pressure. Naturally when this 
is done, the setting of the relief 
valve on the supply tank will have 
to be raised accordingly. 

Lacquer paint dries very rapidly. 
On jobs where the paint or rust 
need not be removed or where the 
original paint has faded or discol- 
ored, it is a simple job on a bright 
sunshiny day to refinish an appli- 
ance in the customer’s back yard, 
eliminating the transportation ex- 
pense. On jobs in which the paint 
has cracked, or the surface rusted, 
the only way to turn out a first 
class job is to remove the old fin- 
ish and give the metal a good sand- 
ing. Should the metal be rusty and 
rough from oxidation it is best 
to sand blast the metal. This is be- 
cause oxidization has occurred in 
the pores of the metal and will come 
through again in a short time if 
not properly removed. Sandblasting 
is the most practical method of re- 
moving it. 

Jobs that have had the finish com- 
pletely removed should have a good 
coat of primer, suited to the par- 
ticular paint to be used. 

Mixing of different makes of 
paints and thinners almost always 
produces poor results especially in 
the case of lacquer and synthetic 





Immersion in Oakite or other 
good cleaner will remove rust 
and grease from repair parts. 









enamel. Synthetic enamel usually 
requires from three to four hours 
to dry and produces a wonderful 
finish. However, characteristics of 
this paint does not permit it to be 
applied over an old coat of lacquer 
although Jacquer may be used as 
a touch up or applied over synthe- 
tic enamel with good results. 

Better results will be obtained 
when using synthetic enamel by 
using a paint gun especially de- 
signed for it, otherwise the regular 
lacquer gun might leave a porous 
finish with an orange peel appear- 
ance. 

Sometimes the characteristics of 
the metal being refinished is such 
that paint will peel off in a short 
time. This may be remedied in 
many cases by taking all the old 
finish off the sanding until clean, 
then wash the metal with a mild 
acid such as vinegar before apply- 
ing the primer finish. This is 
very effective on metal that has 
been galvanized or similarly treated 
for rust protection. 


Removing Old Paint 


Strong acid or paint remover has 
been used frequently for removing 
the old paint finish. However, since 
it can never remove the paint com- 
pletely from the pores of the me- 
tal, it will invariably come through 
the finish in the form of rust in a 
few months, making a failure of 
the job. So I strongly recommend 
that if sandblasting is not used 
that the old finish be removed by 
soaking it in lacquer thinner or a 
paint thinner that has an affinity 
for that particular type of paint. 
When soft, scrape off with a putty 
knife, then use sand paper to 
smoothe the surface. 

Not only is sandblasting ideal 
for this type of work but the equip- 
ment will prove most valuable in 
the shop for cleaning rust, grease, 
corrosion, etc., from heating ele- 
ments, fry kettles, ranges and many 
other appliances. It also does a 
splendid job in renewing the grids 
of waffle irons and grills, but be- 
cause of the large initial investment 
in an air compressor of sufficient 
capacity, I would recommend that 
a business of this type be built up 
to a volume that would warrant 
such an investment. 

A more economical method of 
cleaning grease, rust or corrosion 
from appliances or parts in the 
shop would be to build a vat of 
sufficient size to handle the parts 
to be cleaned and charge it with 
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Refinishing or touch-up work 
can be handled on the custom- 
er’s premises with a portable 
outfit such as one shown here. 


a strong solution of commercial 
aviation Oakite and water. When 
maintained at a temperature of 
150 degrees to 175 degrees, F., this 
solution produces remarkable re- 
sults. 

A good vat may be made out of 
wood, metal, or better still, con- 
crete, and heated with an electric 
heating element protected by an 
iron pipe. A heating element that 
is very easy to adapt to this job 
may be found in several types of 
water heaters on the market to- 
day. Direct immersion type heaters 
are not recommended because of 
their short life in the Oakite solu- 
tion. As a safety measure, rubber 
gloves should be used by the at- 
tendant at the vat. 

If you are in the merchandising 
business as well as service work 
a little forethought may save some 
mars and stains. Few people rea- 
lize that the rubber cord attached 
to appliances, if wrapped around 
the light colored painted surface 
of the appliance or just placed on 
the painted surface, will frequent- 
ly cause the paint to turn yellow or 
brown next to the cord in a few 
days. This is because of the free 
sulphur released from the rub- 
ber. 

Whether you are interested in 
the new appliance or the appliance 
that has just been refinished, if 
you would like for it to retain its 
beautiful luster for years, even in 
the salty atmosphere of the coast, 
then tip the customer off to wax 
the finish every few weeks with a 
good grade of furniture or auto- 
mobile wax. 
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For Hard Usage... 


your Best Bet is Amerclad 


MERCLAD “rubber ar- 

mored” cords and cables 

are built to take punishment. 
Wherever portable conductors get rough us- 
age—in mines, factories, garages or machine 
shops; in contact with oil, mud or acid waters 
—you are likely to find Amerclad on the job. 
There are many sizes and types of Amer- 
clad designed for many purposes — from 
slender cords that can be wrapped around 


your finger to high-voltage 

power cables as big as your 

arm. But, large or small, they 

are all Amerclad and all have the same pro- 
tective jacket of tough “tire-tread” rubber. 

We will be glad to send you free of charge 

our Amerclad catalog. It is profusely illus- 

trated and describes a great variety of flexi- 

ble, hard-wearing Amerclad All-Rubber 

Cords and Cables. Why not write us today. 


AMERICAN STEEL & WIRE COMPANY 


Cleveland, Chicago and New York 
Columbia Steel Company, San Francisco, Pacific Coast Distributors « United States Steel Products Saree New York, —— Distributors 


UNITED SS 
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Small Points of Importance 


In Armature Winding 


4—Arch Bond End Windings 


By A. C. Roe 
Westinghouse Electric & Mfg. Co. 


REALIZING that many winders 
fail to appreciate the importance 
of many minor factors in armature 
winding and insulation, Mr. Roe, 
author, engineer, and_ practical 
workman, has written a series of 
short articles, discussing only one 
phase of the subject at a time 
The following article is the fourth 
of this series. Other articles of the 
series appeared in the July and 
succeeding ISSUES 


SMALL piece of fiber or 

treated fullerboard 1/16 or 
1% inch thick, 1%4 to 34 inch wide, 
and two to four inches long per- 
forms a number of important func- 
tions in the winding of some ar- 
matures. Both the time of and the 
method of application of these fil- 
ler pieces are important. Therefore, 
their proper use and functions 
will be of interest to maintenance 
men. 

Many armature coils are so de- 
signed that there is a slight space 
between adjacent coil ends when 
the bottom and top halves of the 
coil are in place in the armature 
siots. This space is necessary to 
permit pulling the top half of the 
coil over the tooth and into its 
proper slot, and to retain sufficient 
springiness to assume its proper 
place without the necessity of 
driving the ends into place. 

The space between coil ends will 
vary with types of coils, widths of 
teeth, depth of slots, etc., but any 
attempt to reduce it before all coils 


are in place will result in excess 
shaping and pounding to get the 
top half of the 
coil over into its 
proper slot and 
end location. 
When winding 
an armature with 
light coils made 
from round or 
square wire, it 
is important that 
the winder does 
not drift the coil 
ends over to fill 
up the space, un- 
less absolutely 
necessary. Nor 
should he drift 
the coils ends 
over at an angle. 
The sides of the 
coil ends’ should 
be kept perpen- 
dicular in order 
to prevent shift- 
ing of the wires 
inside the coil 
and bulging of 
the wires under 
band pressure. 
After all coils 
are in, top halves 
driven down, 
cells trimmed, 
and top leads 
bent back, then 
the fillers should 
be driven in be- 
tween the coil 
ends at both the 
front and rear 
ends of the ar- 


mature. Fiber or treated fuller- 
board can be used. The latter is 
preferred for its toughness; its 
treated surface when heated dur- 
ing the hot temporary banding and 
baking processes adheres to the 
coil ends. 

The thickness should be such as 
to make a driving fit, and in some 
cases an additional piece may be 
required at various points to make 
the end windings tight. The width 
(depth) of the fillers should be 
such as to cover the height of the 
coil end; otherwise the unsupported 
part may bulge over the filler un- 
der band pressure. On the other 
hand, the filler should not be too 
wide, for in this case they will pro- 
ject above the surface of the end 
winding and prevent the bands 
from exerting pressure on the coils. 

The length of these fillers 
should be such as to extend at least 
one quarter inch beyond each side 
of the area to be covered by the 
coil end band, and on drop-type 
coils they should extend out as close 


Fig. 1—Rear end of armature, with winding complete and 
fillers inserted, before the banding has been applied. No at- 
tempt has been made to close the space between coil ends 
until the last coil is in place; the sides are all perpendicular; 
and since there has been no drifting, the wires making up the 
conductor are all in place. Fillers are then driven in place as 
shown, long enough to extend beyond the end band, deep 
enough to prevent the banding pressure from causing the coils 
ends to bulge over them. When properly applied and banded, 
the entire end is locked into a single, solid, compact mass. 
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The new Chromalox Super-Speed Range Unit 
manufactured by Edwin L. Wiegand Co., 
Pittsburgh, Pennsylvania. The smaller dis« 
is the deflector made of Ebonized Monel. 


... WHATS ;. BACK 


of the famous 


CHROMALOK UNIT 








Housewives know that 
Chromalox Super-Speed units are an 
important part of the range... 








Turn over the Chromalox unit 
on a modern range, and you re- 
veal a small part about the size 
of a saucer, the deflector. Black 
as the Ace of Spades and just 
as shiny, it is made of Ebonized 
Monel. 

Small and unseen, the Ebon- 


ized Monel deflector is never- 
theless an important part. It is 


subjected to heat, yet must re- 
sist discoloration. It must also 
withstand the staining and cor- 
rosive effects of spilled liquids 
and foods. 

Like regular Monel, Ebonized 
Monel is strong, tough, rust 
proof, and corrosion resistant. 
Still more important, Ebonized 
Monel is immune to discolora- 


tion from heat. Its shiny black 
finish is produced by oxidizing 
regular Monel at a temperature 


of 1900° F. 


Next time you demonstrate 
a Chromalox-equipped range, 
tell your prospect about the 
Ebonized Monel deflectors. 
Write for further information. 


Address: 


THE INTERNATIONAL NICKEL COMPANY, INC. 
67 Wall Street New York, N. Y. 


foes, MONEL 


“Monel” is a registered trade-mark of The Inter- 

national Nickel Company, Inc., which is applied 

to a nickel alloy containing approximately two- 
thirds nickel and one-third copper. 
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as possible to the diamond points. 
Fillers should also extend to 
where the coil end bends into the 
slot. 

If applied as described, these 
fillers should appear as in Fig. 1, 
the rear end of a winding using 
drop-type coils, which shows how 
the fillers extend out to the pad 
at the diamond points. 

These fillers, properly applied, 
fill out the end windings and sup- 
port the coil sides. When the band- 
ing wire is applied, the pressure 
forces the ends down as a unit un- 
til the winding arch-binds and 
locks together into a solid compact 
mass. As the space between the coil 
ends is filled with hard flat ma- 
terial, it holds the coil conductors 
stationary and prevents short-cir- 
cuits between turns or coils. 


D-C Refrigerator 
Motor Repairs . 
By Jack Beater 


IRECT-current motors are by 

no means as common as the 
corresponding a-c types, but they 
are used in considerable numbers 
in localities that powerlines do 
not reach. Such motors eventually 
find their way to the city shop when 
in need of repairs. 

Many of the d-c refrigerator mo- 
tors, and those for other uses as 
well, are built into the same type 
frame used for a-c motors. They 
look the same but, of course, there 
is a decided difference in the meth- 
od of testing, and equipment used. 

The d-c motor has less parts than 
the a-c type, and from the electri- 
cal point of view, at least, the re- 
sults of tests can be relied upon 
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(Sa FIELD —~ 


SHUNT FIELD » 


SERIES FIELD 














SHUNT FIELD —— 


SHUNT FIELD 
CONNECTIONS REVERSED 























Fig. 1—Shown here are the various 
winding diagzams encountered in 
small d-c motors. The circuits, read- 
ing down from the top, are designated 
as series, shunt, accumulative com- 
pound, and differential compound . 


with greater certainty usually. 

The small d-c motors that are 
likely to be brought to the shop can 
usually be classified as series, shunt 
or compound motors. The differ- 
ence lies in the field coils and the 
way they are connected. Figure 1 
shows the simple circuit diagrams 
for these three types of motors. 

In the series- 
type motor all 
the current used 





SHORT CIRCUITING 
SWITCH —> 









































“AUTO GENERATOR 


by the motor 
must pass 
through the field 
coils as well as 
through the ar- 
mature wind- 
ings. Because of 
this, the field 
coils must be 
wound with wire 
heavy enough to 
carry the cur- 
rent required by 
$ the motor with- 


A-C LINE 








Fig. 3—Many shops do not have available a d-c source of the 
proper voltage for testing and operating small d-c motors. 
One shop overcame this handicap by the system shown above. 


out overheating. 
The speed of se- 
ries-type motor 


varies with the load, and if per- 
mitted to operate without load, 
they may damage themselves by 
high armature velocity. 

The power circuit for a shunt- 
type motor is connected directly to 
the brushes and to the field circuit. 
Since only a part of the current 
passes through the field coils, it 
is not necessary for them to be 
wound with heavy wire. The speed 
of a shunt motor is practically con- 
stant up to full load. Above full 
load the speed will tend to drop off. 

The compound motor is a combi- 
nation of the series and the shunt 
motor in that it has both a series 
and a shunt field. The two field 
circuits can be identified by exam- 
ining the size of the wire used in 
the coils, or by checking the cur- 
rent in each with an ammeter. The 
series field must carry the arma- 
ture current which will be the 
greater of the two when the motor 
is well loaded. When the two cir- 
cuits are each connected to a bat- 
tery with an ammeter in series with 
one lead, the shunt coil winding 
will draw the least current. The 
speed of a compound wound motor 
can be increased by connecting the 
two field circuits in such a way 
that they will oppose each other. 
Connecting the series and shunt 
fields so that they assist each other 
will decrease the speed. 

The equipment needed to test 
and repair small d-c motors con- 
sists of a suitable ammeter and 
voltmeter, a good armature growler, 





COTTON TaPt 











Fig. 2—When d-c motor field coils 
require only minor repairs and are 
otherwise suitable for use, they should 
be rebuilt as illustrated here . . . 


a set of test points (a-c current is 
best) and a source of d-c current 
for testing the field coils and op- 
erating the motors. A storage bat- 
tery may do for checking circuits, 
but a higher voltage will be needed 
to give a running test. 

A good growler with a set of test 
points and a small lamp will tell 
all that needs to be known about a 
d-c armature with one possible ex- 
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seinen MEN seldom get a look 
at Aluminum meter cases. They 
don’t need to! 

Aluminum is not harmed by exposure 
to the weather; never needs painting. 
There is no rusting of the cases to streak 
the buildings on which they are mounted. 
Customers, whether in the country or in 
the city, appreciate the added sightliness 
where Aluminum meter cases are used. 

You can obtain meter cases made of 





PAT. OFF. 


Alcoa Aluminum Alloys from various 
manufacturers. They are formed from 
Aluminum sheet, or die cast with re- 
quired bosses, lugs and markings cast 
integrally, according to your speci- 
fications. We shall be glad to send you 
the names of manufacturers from 
whom Aluminum meter cases may be 
purchased. ALUMINUM COMPANY OF 
America, 2164 Gulf Building, Pitts- 


burgh, Pennsylvania. 


ALCOA:ALUMINUM 
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ception. The exception is when the 
armature happens to have a “fly- 
ing” ground or short. Trouble of 
this nature will often fail to show 
up unless the armature is rotating 
at nearly its norma] speed. “Fly- 
ing” grounds and shorts, in a-c 
armatures as well as d-c, are the 
most difficult to locate. 

Short circuits between coils in an 
armature can be readily located by 
placing the armature in the growler 
and using the old reliable hacksaw 
blade test. Opens can be located by 
a visual inspection at the commu- 
tator, or by means of the lighting 
of the test lamp with the induced 
current of the winding. Grounds 
can be located by flashing between 
commutator and the shaft in a half 
dozen places. Faults in the commu- 
tator are not hard to find by one 
who is experienced in checking for 
commutator failure. 


Field Coil Troubles 


Field coil troubles in d-c motors 
are usually restricted to open cir- 
cuits, grounds to frame and in- 
ternal shorts. Open circuits are 
quickly found with the continuity 
tests. Low voltage is best for this 
test as a high voltage may arc over 
the break and give a closed circuit 
indication. An open circuit in a 
motor field may be due to a break 
in the coil connectors, to the cor- 
rosion and parting of a wire inside 
a coil, or to the melting of a wire 
due to heavy overload. Vibration 
may also be responsible. 

Grounding of the field circuit to 
the motor occurs frequently, espe- 
cially when water has reached the 
motor. Coils that have become 
loose on the pole pieces are another 
common cause, as the wrappings 
soon wear through and expose the 
bare wire. Short circuits or over 
heating of the field coils, usually, 
will burn away the cotton tape. 

Except where the wire of the 
field coils has been damaged seri- 
ously by heat, corrosion or abra- 
sion, they can usually be repaired 
and put back into service. If the 
enameled wire is in good condition, 
breaks can be repaired by soldering 
and insulating. The entire coil 
should be recovered with an ample 
serving of cotton tape. New leads 
should be soldered to the coil ends 
before. applying the covering, and 
the entire coil should be dipped in 
insulating varnish. Figure 2 shows 
the method of insulating and cov- 
ering a motor field coil. 

It has been our experience that 
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the majority of d-c motors coming 
in for repairs will be rated 110 
volts, though a few 32 volt motors 
are received. Giving these motors 
a running test is sometimes a prob- 
lem for the reason that proper d-c 
voltage is not available. 

If a small 110 volt d-c generator 
can be acquired it can be direct 
connected to an a-c motor to supply 
current needed for testing. By field 
control or other method the voltage 
of the 110-volt machine can be 
reduced to a lower value for testing 
32 volt motors. 


D-c Testing Equipment 


One shop has been getting satis- 
factory results in testing small d-c 
motors with the outfit shown in 
Figure 3. This consists of a Model 
T Ford generator coupled to a large 
heavy duty % hp., a-c motor. When 
running on open circuit the Ford 
generator will put out 40 to 50 
volts, and will operate a 32 volt 
d-c motor at practically full speed. 
The same outfit will operate a 110 
volt d-c motor up to about 1/3 
speed. While this is by no means a 
perfect test, it has been found that 
the test is sufficient in nearly 
every case to establish the fact that 
the motor will operate satisfactori- 
ly when connected at its rated volt- 
age. Sparking at the brushes and 
other defects will be noticeable in 
spite of the lower voltage and 
speed. 

A switch panel for use with this 
smal] motor-generator set has been 
found necessary. The short circuit- 
ing switch on the generator circuit 
shown in the diagram, allows the 
motor to get the generator up to 
full speed. When the short circuit- 
ing switch is opened, the highest 
voltage available is impressed on 
the motor under test. If the motor 
is connected directly to the genera- 
tor before the generator gets up to 
full charging speed, the generator 
will not be able to build up its in- 
ternal voltage. The switch elimin- 
ates the need of a circuit breaker, 
which being made for 6 volt use, 
would soon burn out under the high 
testing voltages. 

Many of the later model d-c 
motors have a pair of large con- 
densers mounted inside between the 
field coils. These are to eliminate 
radio interference by preventing 
sparking at the brushes. When re- 
pairing a motor having these con- 
densers the condensers should be 
tested for shorts and replaced if 
defective. 


Canvassing By Telephone 
Supplants House-to-House 
(Continued from page 8) 


This plan has worked so well 
that Mr. Eberhardt continued it 
with a swim and breakfast at the 
club once each week, on Monday 
morning, throughout the summer. 
The swim and breakfast get the 
men out to work at 8:30 and helps 
them to realize the advantage of 
an early morning start every work- 
ing day. 

A sales meeting is not held each 
morning, although there is a short 
meeting and “pep talk” every Sat- 
urday. Evening meetings are held 
occasionally, at which sandwiches 
and drinks are served. 

The department includes twelve 
salesmen, all of whom have been 
with Mr. Eberhardt several years. 
As a rule, the men line up their 
own work, with an _ occasional 
check-up with Mr. Eberhardt. The 
men work on a strict commission 
basis. They receive 6% to 10% on 
refrigerators, 8% on radio, and 
7% on washing machines—paid on 
net, trade-in and carrying charges 
being deducted. Commissions are 
paid twice monthly. 

While each man’s work is re- 
stricted to a certain section of the 
city to some extent, his territory is 
not positively set or defined; and 
the same commissions are paid on 
inside and outside sales. Four men 
are on the floor each day—three on 
refrigerators and one on washing 
machines, Mr. Eberhardt leaves the 
work and division of prospects en- 
tirely up to the men on the floor. 

He believes that it is a mistake 
to assume that all major appliances 
sell equally well the year around. 
He is following the plan of selling 
whatever appliance is currently in 
season, rather than trying to push 
some items out of season. 

About three years ago the firm 
opened a second-hand appliance de- 
partment in a nearby building, 
rented at $50 a month. This has 
aided very materially in helping 
the department show a profit. The 
second-hand store is operated joint- 
ly by the furniture and major ap- 
pliance departments. The furniture 
department pays the store man- 
ager’s salary and the appliance de- 
partment pays him 5 per cent on 
its sales. The store is operated by 
one man and an assistant. Trade- 
ins are put in this store at exactly 
the amount allowed on them, not 
including reconditioning expense. 
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IT’S TODAY’S SMALL SWITCH NEWS . . . THIS NEW 
WADSWORTH “500” SERIES! 


WITHOUT in si : WITH BAKELITE 
jg Now available in six types: city ieee 
Ss 


ey 

(1 Fused Max. iP 
Cat. No. Amp. Volts Poles Blades Poles H. P. R. Neutral Cat. No. 
530 30 125 2 1 1 Plug solid 530C 


2 
533 30 125/250 2 2 2 Plug 5 (at 250V) none 533C 


525 30 125/250 3 2 2 Plug — 
FINISHED IN ALUMINUM 


See Your Electrical Wholesaler . . . or Write for full information 
BUY WISELY ... BUY WADSWORTH 


solid 525C 


CTRICMFGE Inc. 
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W. Austin Emerson Named 
Southeastern Manager 


The Westinghouse Electric Sup- 
ply Co. announced early in Septem- 
ber the appointment of W. Austin 
Emerson as district manager of their 
Southeastern district covering the 
four states: Georgia, Florida, North 
and South Carolina. 


Mr. Emerson was born in Atlanta, 
Ga., on June 27, 1891, attended the 
public schools there and graduated 
from Ga. Tech in 1912 with a B. 
S. degree in Mechanical Engineer- 
ing and in 1913 with a B. S. degree 
in Electrical Engineering. While at 
Ga, Tech he was a member of the 
A. T. O. Fraternity and in 1913 serv- 


ed as president of the Athletic As- 


sociation. 

Immediately after graduation he 
became associated with the East 
Pittsburgh offices of the Westing- 
house Co.; later going to Charlotte, 
N. C., as textile sales engineer and 
has been connected directly or has 
represented Westinghouse in the 
Carolinas ever since, with the excep- 
tion of the period spent in service 
as First Lieutenant with the 56th 
Coast Artillery during the World 
War. His position previous to his 
appointment as district manager was 
that of division manager of the Caro- 
lina territory, 


Graybar District Managers 
Receive Service Awards . 


During the past two months, four 
of the district managers of the Gray- 
bar Electric Company have reached 
one of the “five year service mile- 
stones.”’ Heading the list is George 
T. Marchmont, southern district 
manager, with headquarters at At- 
lanta, who completed his 30th con- 
secutive year of service in Septem- 
ber. 

Mr. Marchmont is a Southerner, 
born in Florida, and a graduate of 
Georgia Tech. In 1908, the year fol- 
lowing his graduation, he joined the 
Western Electric Company as stock 
records clerk at Atlanta. In Novem- 


WETHERBEE 


ELECTRIC co, 


Newly remodeled home of Wetherbee Electric Co., 


Oklahoma City 


ber, 1911, he was transferred to 
Richmond. Within the next ten years 
he advanced to the position of man- 
ager of the Richmond branch. In 
1926 he was transferred back to At- 
lanta as manager, and at the same 
time was made southern § district 
manager. 


. Marchmont 


Other district managers who re- 
ceived service awards were Clar- 
ence H. McClean, midwestern dis- 
trict manager at Kansas City, and 
James A. Mayer, Erie district mana- 
ger at Cleveland, both of whom have 
just completed their 25th consecu- 
tive year with Graybar, George Cor- 
rao, Mississippi Valley district man- 
ager at St. Louis, completed his 20th 
year of continuous service in August. 


Oklahoma City Distributor 
Expands Facilities 


To help Oklahoma dealers sell 
more electrical fixtures without the 
expense of carrying large stocks the 
Wetherbee Electric Company, Okla- 
homa City, has just completed re- 
decorating its display rooms at 412- 
14-16 North Hudson Avenue, added 
approximately $1,000 in new house- 
hold fixtures and completely | re- 
modeled its 75 ft, store front. 

The remodeling was done wtih 
stucco trim in a splendid modern 
setting A new vertical 3-color neon 
flash sign has also been installed 
which gives illumination to the larg- 
er store front streamer sign and 
provides an especially attractive dis- 
play arrangement at night 

Several changes has been made 
recently in the firm’s personnel. D. D. 
Dillman, who has been state field 
salesman for the company for sever- 
al years, has been promoted to gen- 
eral sales manager, and W. A. (Bill) 
Meyer, formerly with Cook Elec- 
tric Supply Company, Oklahoma 
City, has accepted the position as 
field representative. V. H. Carroll, 
formerly with the Brown Electric 
Company, Oklahoma City, has been 

(Continued on page 55) 
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We serve 





the w 


‘en hustling center of business down- 
town... busy factories along the railroad 
the 


. is served by 


...cozy homes on the outskirts... 
whole community .. 


Graybar’s distribution of electrical supplies. 


Pole lines to carry electric light and power 
over the countryside . . . street lights and 
Public Safety equipment for the city... 


motors for industry ... appliances for the 


asf las 


POLES 


GraybaR ... 


OFFICES IN 85 PRINCIPAL CITIES... 


WIRE & CABLE 


EXECUTIVE OFFICES: 


ole community 


. and wiring materials for every 


home . 
building or maintenance need... all these 
are made readily available from Graybar. 

Graybar’s list of 60,000 electrical items 
amply meets every electrical need.Graybar’s 
system of nearby warehouses brings you 
what you want... where you want it... 
when you want it. And Graybar’s reputa- 


tion since 1869 is your assurance of reliability. 


LIGHTING APPLIANCES TAPE 
L 


TOOLS 


MOTORS 


GRAYBAR BLDG., NEW YORK 
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Heating, Ventilating and Air 
Conditioning Guide 


Published by the American Society of Heat- 
ng and Ventilating Engineers, 51 Madison 
Avenue, New York, N. Y. 1140 pages, il- 
lustrated. Price, $5.00. 


The American Society of Heating 
and Ventilating Engineers recently 
announced the publication of the 
1938 Heating, Ventilating and Air 
Conditioning Guide, official reference 
book of the Society. 

This year’s issue, 
consecutive edition, contains 840 
pages of technical reference data 
included in 45 chapters covering ma- 
terial on design and specifications of 
heating, ventilating and air condi- 
tioning systems. 

Important new material has been 
added on the cooling phases of air 
conditioning practice. This includes 
extensive revisions of chapters on 
refrigerants and air drying agents, 
eooling load determinations, and the 
design of central systems for cooling 
and dehumidifying. A new chapter 
entitled ‘‘Air Conditioning and the 
Treatment of Disease’ appears for 
the first time. 

In addition to the technical ma- 
terial, over 300 pages of catalog data 
by 218 manufacturers are included, 
as well as an index to modern equip- 
ment listing 300 items, cross indexed 
as to product and manufacturer. A 
complete listing of society members, 
including their professional or bus- 
iness connections, is also included. 

Any one lacking familiarity even 
with past editions of this guide will 
be amazed at its comprehensiveness. 
Although originally designed as a 
reference and guide book, later edi- 
tions of the guide have been ar- 
ranged in a form that makes them 
especially suitable as a text-book on 
heating, ventilating and air condi- 
tioning. Practical problems at the 
conclusion of each chapter will cn- 
able the student to test himself on 
the application of the principals em- 
bodied in each chapter. 

The accuracy and completeness of 
the guide is indicated to some extent 
by the fact that more than 100 dif- 
ferent experts assisted the publica- 
tion committee in compiling this 
year’s volume, 


the sixteenth 


Air Conditioning in 
Summer and Winter 
By Richard E. Holmes. Published by Mc- 


Graw-Hill Book Co., Inc., 330 West 42nd St., 
New York, N. Y. 166 pages, 118 illustrations. 
Price, $3.00. 


For more than two years two 
engineers of the Springfield plant of 
the Westinghouse Company have 
given an especially attractive course 





of lessons to men in the air condi- 
tioning branch of the company. Out 
of these lessons has come this book, 
a step-by-step explanation of the 
fundamental principles of air condi- 
tioning, of the latest approved meth- 
ods, of the details of construction 
and operation of efficient equipment 

Although the book is written for 
technical men who wish to master 
the essentials of air conditioning 
theory and practice, it assumes ne 
previous knowledge of the subject. 
It starts in with a thorough explana- 
tion of the principles involved, then 
takes up winter air conditioning 
problems and equipment and goes on 
to summer air conditioning problems 
and equipment. 

Throughout the book the author 
aims to give the reader a thorough 
grounding in the important aspects 
of installation, construction and op- 
eration from a completely practical, 
working viewpoint. 

In addition to the chapters relat- 
ing specifically to summer and winter 
conditioning systems, the book in- 
cludes three chapters designed to 
give the reader a practical under- 
standing of the nature of the atmos- 
phere, air and water vapor mixtures, 
psychrometry, and the requirements 
for comfort. 


Photoelements and Their 
Applications 


By Bruno Lange, translated by Ancel St. 
John, Ph.D. Published by the Reinhold Pub- 
lishing Corporation, 330 West 42nd St., New 
York, N. Y. 304 pages, profusely illustrated. 
Price, $5.50. 


The photoelement is a device al- 
ready appreciated in hundreds of 
fields of scientific and _ technical 
activity. Along with light-sensitive 
tubes and other electronic inventions 
it plays a most important part. It is 
one of that type of equipment known 
to the industrial and commercial 
public as ‘‘the electric eye’’ and has 
been justifiably mentioned by com- 
mentators on the influence of tech- 
nologic advance on our civilization 
as one of the factors which may be 
counted on to make drastic changes 
in machines and manufacturing 
methods within a few years. 

Dr. Lange, who is the inventor of 
one of the most widely utilized types 
of photoelectric equipment, and who 
has devoted a lifetime of study to the 
subject, has endeavored in this book 
to give a clear outline of the basic 
electric phenomena and the historical 
development of photoelements, and 
their physical properties and a de- 
tailed discussion of the many-sided 
possibilities of applying them for 
scientific and industrial purposes. 

The use of these photoelectric cells 


for illumination meters, twilight 
switches, light barriers and the like, 
has been familiar to engineers for 
many years; but the introduction of 
talking motion pictures so greatly 
stimulated the interest in this class 
of equipment that from that time on 
they have invaded many other fields 
of application. In this transition from 
a laboratory device to an article of 
industry Dr. Lange has played a 
great part, and this book makes avail- 
able to other workers in the field his 
profound knowledge and varied ex- 
perience of the subject. 


Trade Practice and Price 
Law—Federal 


By John W. Norwood. Published by the 
Commerce Clearing House, Inc., New York 
City, New York. 265 pages; price, $3. 


Those concerned with governmen- 
tal regulation of business practices 
will find this new book a plain-spok- 
en, understandable explanation of 
the important regulatory laws, old 
and new, affecting business today. It 
covers the very latest amendments 
to the Federal Trade Commission 
Act, just enacted, prohibiting the 
fraudulent advertising of food, drugs, 
cosmetics and devices and giving 
greater effectiveness and finality to 
the Commission’s orders. It also cov- 
ers the recent Robinson-Patman Act, 
the Miller-Tydings Act, state fair 
trade acts, and the basic anti-trust 
and federal trade commission laws. 

There is ample evidence that the 
author has drawn upon a rich back- 
ground of Commission practice, for 
he clearly interprets the laws as 
applied today and, in addition, indi- 
cates the probable future trends of 
trade regulation. 


Artificial Light and 
Its Applications 


Published by the Westinghouse Lamp Di- 
vision, Westinghouse Electric & Mfg. Co., 
East Pittsburgh, Penna. 258 pages 814 inches 
by 11 inches; price, 75 cents. 

Because of rapid advances made in 
the art and science of lighting during 
the past two years, and to provide a 
ready source of up-to-the-minute 
lighting facts for the illuminating 
engineer, the Westinghouse Lamp 
Division of the Westinghouse BElec- 
tric & Manufacturing Company, has 
produced a completely revised edition 
of its lighting handbook. 

The new edition is larger and 
much more comprehensive. Where 
the earlier edition contained but 7 
chapters, the new contains 19, some 
of which are new, others of which 
are elaborations. Tables have been 
revised and the text has been simpli- 
fied and profusely illustrated. Among 
some of the new chapters are those 
on Photometry, Color, Theatre Light- 
ing, and Sports and Recreational 
Lighting. 

Stressing the important part arti- 
ficial lighting plays in eyesight con- 
servation, space is devoted to the 
physiology of the eye and its reac- 
tion to light. The application of light- 
ing in industry, commerce, and the 
home is fully treated. 
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An Efficient Cable Puller 
Portable ..Easy to Anchor 


To the right is shown two views of the new Greenlee Cable 
Puller. Here is a tool in a class with Greenlee Hydraulic Ben- 
ders as a labor-saving device. It has been designed to provide 
the maximum in power, ease of operation, portability, and con- 
venient, positive anchorage. 


The method of clamping is simple and positive, taking conduit 
from 2 to 5-inch. Clamping is done directly on to the conduit 
through which the cable is to be pulled. This permits pulling 
in line with the conduit and prevents the loosening of hangers. 
The drum can also be operated as an ordinary winch, since a 
base is provided on it for bolting to a plank. 


Complete information on this new tool can be had for the ask- 
ing. Use the convenient coupon and save time. 


Larger Knockout Punches 


For a number of years we have made Knockout Punches for cutting holes 
for conduit from 2” to 2” sizes. Now we have increased the range of 
this popular line by adding two sizes, Nos. 738 and 739, to cut holes for 
22” and 3” conduit. These differ in the drive arrangement, in that they 
have 2 double-diameter screw and a nut. 


For complete information on cur line of Knockout Tools, also on the new 
Radio Chassis Punches, use the attached coupon. 


For faster, better, 


easier work 


Above: Pulling from end of 
horizontal section of conduit. 








& 
Below: Pulling into a box 
from vertical section of con- 
duit. 


The Greenlee Cable Puller will exert a pull of 7500 pounds 
and has two speeds. Provision is made for two operators, 
when required, using cranks or ratchet wrenches. Can also 
be driven by a portable electric power unit. It weighs only 
170 pounds and, for easier portability, the tension drum, 
weighing 85 pounds, can be removed from the bracket 


Other Money-Saving Tools 


Hydraulic Conduit Benders 
Hydraulic Pipe Pushers Joist Borers 
Electricians’ Bits Bit Extensions 


GREENLEE TOOL CO., 1707 COLUMBIA AVE. 
ROCKFORD, ILL. 
Please send information on the following tools: 
! 7 Cable Puller [] Conduit Benders [) Pipe Pushers 
{ © Knockout Tools (] Radio Chassis Punches 
| [] Joist Borers ([_) Electricians’ Bits (() Bit Extensions 


ms amenm meMail This Coupon Today == -_ = a 


Name 
Address 
i City oo 


| My Jobber is __ 


RE EO, s0-s8 f 
a =——(Uche es. a — _ — —=— = —_— 


PGREENLEE TOOL CO) v7 coumaa ave ROCKFORD. ILL 

















Electromaster Announces Home 
Demonstration Plan 


Recognizing that electric cooking 
furnishes material for the most 
wonderful promises of any home ap- 
pliance ever sold but that electric 
range selling has always been ex- 
tremely weak on proof, Electromas- 
ter announces a new plan which en- 
ables every salesman to offer every 
prospect an actual free cooking 


trial in her own kitchen. 
















Vita-Miser 
enables the 


the 


Designated as 
Home-Proof Plan, it 
housewife to give electric cooking a 


fair trial in her kitchen, with her 
own familiar kinds of foods, with- 
out tying up a lot of the company’s 
money in ranges and range wiring. 

This Plan is made possible by the 
Vita-Miser Home Demonstrator de- 
signed and manufactured _specifi- 
caly for home demonstration pur- 
poses by the manufacturers of Vita- 
Miser electric ranges—-Electromas- 
ter, Inc. This is a single 2%4-quart 
Vita-Miser assembly mounted in an 
attractively designed porcelain e- 
namel body and fitted with switch 
and cord so that it can be plugged 
into any convenience outlet. 

This assembly is identical with the 
2%-quart Vita-Miser assembly used 


in the Electromaster range. The 
porcelain enamel finish and the 
switches are also identical with 


those used on Electromaster ranges, 
This is an important point because 
it enables the salesman to point out 
that the prospect is getting identi- 
cal performance from every stand- 
point, It enables him to demonstrate 
the simplicity of switch operation 
and the easy cleanability of the 











Electromaster range. 

The Home Demonstrator 
enough and compact enough so that 
it can be easily carried in one hand. 
It operates on 110 volt-alternating 


is light 


and can be demonstrated 


anywhere. 


current, 
literally 


Allis-Chalmers Occupies 
New Dallas Office 


The Dallas, Texas, district office 
of Allis-Chalmers Mfg. Co., of which 
E. W. Burbank is manager, has 
been moved to a new location, 1800 
North Market Street, where the pow- 
er, electrical and idustrial divisions 
of the company now occupy an en- 














tire building, This three story build- 
ing houses not only the company’s 
offices but also its warehouses which 
carry a large stock of Texrope 
belts and sheaves, transformers, mo- 
tors, starters and pumps. It also 
has a small machine shop where 
minor repairs may be made. This 
building is not occupied by the com- 
pany’s tractor and farm implement 
division which maintains its own 
sales and service branch in that city. 
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$200,000 Awarded In on 
Paper Competition 


The Jury of Award of the James 
F. Lincoln Are Welding Foundation, 
Cleveland, Ohio, after judging thou- 
sands of papers submitted in the 
$200,000 Award Program, found 
that savings to industry by are weld- 
ing claimed by authors of papers 
aggregates $1,600,000,000. 

Altogether, 382 awards were made 
by the Foundation. The amounts 
ranged from $101.75 for honorable 
mention to $13,941.33, the Grand 
Award, Recipients included engi- 
neers, designers, architects, pro- 
duction managers, superintendents, 
draftsmen, shop foremen, mechan- 
ics, inspectors, welding operators, 
welding supervisors, owners of busi- 


nesses, college professors, high 
school instructors, students, and 
others, 


The Grand Award of the Program, 
$13,941.33, went to Mr. and Mrs. 
A. E. Gibson, president and stock- 
holder, respectively, The Wellman 
Engineering Co., Cleveland, Ohio. 


Wilson Lighting — 
Plant Facilities . . . 


Wilson Lighting Inc., Chicago, 
manufacturers of commercial light- 
ing and wiring equipment, have just 
leased an additional entire floor in 
the building at 411-413 S. Clinton 
Street to take care of their rapidly 
increasing volume of business. 

The continued expansion of the 
company during a period when busi- 
ness as a whole has been relatively 
quiet in many sections, is attributed 
to the fact that most of the Wilson 
items are exclusive, patented de- 
signs and to the enterprising sales 
policies of the company. Starting 
with a single item in the midst of 
the last depression, Wilson Light- 
ing has enjoyed a consistent ex- 
pansion and now maufacture a wide 
variety of items distributed nation- 
ally through the regular electrical 
trade. 











Silex Salesmen Gather For Fourth Annual Sales Conference 
Thirty-four Silex salesmen from the United States and Canada convening for a 


five-day sales conference in 


den Harvest” . 





Hartford were presented with “The Silex Gol- 
- @ campaign built around the theme “everything new”. Planned 
as a surprise, the salesmen were overwhelmed by the campaign’s completeness. 















men control is required at 
SU Sev 


@anel 


SUN PIS® 


SANGAMO 


ASTRONOMIC DIAL 
TIME-SWITCHES 


Form KZ Astronomic Dial Time-Switch in Conventional Case 


@ All the requirements for accuracy and 
dependability at low cost have long been 
fulfilled by the Sangamo Form K, and the 
Model F, Form VSF Time-Switches. The 
addition of Astronomic Dials now extends — 
their field of application to operate “on” at 
sunset and “off” at sunrise daily. The “off” 
ction may be set at any time betwéer : 
:30, P.M. and 2: 15 A. a For street ee 


fea 


Model F, Form VSFZ Astronomic,Dial . 
Time-Switch in Socket Construction. 


ooh ats 


SANGAMO ELECTRIC COMPANY 322xqu2 
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News About People 


Frank B, Williams, Jr., has been 
elected vice president in charge of 
the Merchandising Division of the 
Westinghouse Electric and Manu- 


facturing Company. He assumes 
charge of the division immediately 
and will make his headquarters in 


Mansfield, Ohio. He succeeds A. E 
Allen who, the announcement states 
has resigned. 





In joining Westinghouse, Mr. Wil- 
liams leaves the position of vice pre- 
sident and sales manager of the Diehl 
Manufacturing Company, the elec- 
trical division of The Singer Manu- 
facturing Company, at Elizabethport, 
New Jersey, 

Mr. Williams started his indus- 
trial career on the test floor of the 
Diehl Manufacturing Company a few 
weeks after receiving his degree in 
electrical engineering from Drexel 
Institute. By 1915 he had become 
production manager of the company. 
In 1918 he joined the sales depart- 
ment of the Western Electric Com- 
pany. Two years later he was made 
manager of the power apparatus 
sales division of its New York dis- 
trict. He later continued in this po- 
sition with the Graybar’ Electric 
Company when that company was 
formed. In 1927 he returned, as 
sales manager, to the Diehl Company 
of which he has been a vice presi- 
dent since 1930. 

* % * 

The Bryant Electric Company re- 
cently announced the appointment 
of Harold Hey as manager of wiring 
device division and the entire per- 
sonnel of the sales division will come 
under his jurisdiction. 











Hey has been Eastern sales 
of The Bryant Electric 
Company for the past three years. 
He will make his headquarters at 
Bridgeport, Conn. 

* * %* 

Clifton Brown, Hotpoint campaign 
manager, has been made head of the 
new Hotpoint News Bureau organiz- 
ed to collect and disseminate news 
stories, articles and features of in- 
terest to the major appliance sec- 
tion of the electrical industry, ac- 
cording to an announcement made 
by W, A. Grove, sales promotion and 
advertising manager. 

During his decade with 
General Electric Appliance Co., 


Mr. 
manager 


Edison 
Mr. 


Brown has established an industry- 
reputation 


wide for the ingenuity 





of his sales campaign ideas for uti- 


lities and dealers, and for his mo- 
tion picture, slide film and radio 
programs, visualizers, “vadgets”’ 


sales equipment designed to 
the retail salesman. 

L. Morris Landers, connected with 
the electrical industry of the South 
since 1923, and for the past two years 
associated with Henry W. Clower, 
has been appointed Southeastern 
representative for Triangle Conduit 
and Cable Company, Brooklyn, New 


and 
help 





em- 


territory 
North and South 

Flori- 
He will 
make his headquarters at 308 Wal- 
ton Building, Atlanta, Ga. 


York. Mr. Landers’ 
braces Tennessee, 
Carolina, Georgia, Alabama, 


da and Eastern Mississippi. 


Mr. Landers is thoroughly fami- 
liar with the complete Triangle line 
because he specialized in handling 
this account while he was associated 
with Henry Clower, 
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Charles Anthony Miller, secretary 


of The Okonite Company, Passaic, 
New Jersey, died suddenly on Aug- 
ust 23rd, at the age of 53. Mr. Mil- 
ler was employed by The Okonite 
Company since 1899, spending all 
of his business life with that or- 
ganization. 
* * * 

P. B. Zimmermann, vice president 
in charge of sales for Norge Divi- 
sion, Borg-Warner Corporation, to- 
day announced two appointments to 
the Norge sales staff. Glenn O’Hara, 
former sales manager of the Norge 
range division, was named eastern 
sales manager for Norge; and R. E. 
Densmore, former refrigeration sales 
manager, was appointed western 
sales manager for Norge. Both ap- 
pointments are to be effective imme- 
diately and are in line, Mr. Zimmer- 
mann said, with the general improve- 
ment in business conditions. 

* * * 

The new executive secretary of 
the Domestic Appliance Section of 
the National Electrical Manufactur- 
ers Association is A, H. Caesar, Jr. 
He has been a member of the NEMA 
Staff for several years, serving as 
executive secretary of the Radio Ap- 
paratus and Electronic Tubes Sec- 
tion and in an advisory capacity to 
a number of other sections. 

During NRA days, Mr. Caesar was 
an assistant deputy administrator 
and was co-author with Willard L. 
Thorp of the NRA study entitled ‘‘A 
Study of Open Price Filing in the 
Electrical Manufacturing Industry.” 


x <* * 
James L, Galbraith has been ap- 
pointed manager of sales of mer- 
chant trade products and manufac- 


turer’s wire for the Indiana Steel & 
Wire Co., Munice, Ind. P. G. Gullett 
has been named office manager of 
sales. 

Mr. Galbraith, who has served as 
assistant sales manager for 12 years, 
will direct the sale of merchant wire 
products and of wire for the manu- 
facturing trade. He will continue to 
contact the trade personally. 

Mr. Gullett, who has been asso- 
ciated with the concern for more 
than 35 years, will have charge of 
the company’s general sales office 
in Muncie, 

* * * 

Irving W. Clark, former Kitchen 
Planning Section manager for West- 
inghouse Electric & Mfg. Co., has 
been named manager of the newly 
created Home Planning Department, 
according to announcement by R. E. 
Imhoff, sales manager merchandis- 
ing division. 

Mr, Clark, in his position as man- 
ager of the Home Planning Depart- 
ment, will not only continue to di- 
rect the company’s kitchen and 
laundry planning activities but will 
serve as a consultant to architects, 
building and contracting organiza- 
tions. His experience as a residen- 
tial designer will be a most valu- 
able asset in correlating the contacts 
to promote the interest of the elec- 
trical appliance industry. 

The new manager has been with 
Westinghouse for the past four years. 
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YOU CAN MAKE BIGGER GAINS WHERE 


THE OPPOSITION HAS BEEN “TAKEN OUT” 


@ Taking advantage of a lack of 
opposition is one of the surest ways to 
gain ground—on the gridiron or in 
your business. Overcoming opposition 
to materials used on your jobs is an 
unnecessary, thankless and costly task 
—one that can be eliminated by the 
continued use of RACO ¢ ALL-STEEL 
e PRODUCTS. 


The approval and preference which 
these products have won can be counted 
on to help you make bigger profit gains 
month after month. You can meet the 
special needs of your locality with 


RACO ¢ ALL-STEEL ¢ PRODUCTS. 


They have been developed by com- 
petent engineering to meet each of the 
many modern wiring job requirements 
in a clean, workmanlike manner. 


There is a total of over 40 years of 
experience behind the switch boxes, 
outlet boxes, cutout boxes, cabinets, 
fuse cabs and conduit fittings carrying 
these famous trade-marks, which is 
their continued 


your assurance of 


quality and dependability. 


Write today for the catalog illustrating 
the complete line. There is no obliga- 


tion. 


Distributed Nationally by 


ALL-STEEL-EQUIP COMPANY, INCORPORATED 
626 JOHN STREET e AURORA, ILLINOIS 


Factories: South Bend, Indiana e Aurora, Illinois 


RACO - ALL-STEEL - PRODUCTS 


SWITCH BOXES +- OUTLET BOXES 
CABINETS +- FUSE CABS 


CUTOUT BOXES 
«+ CONDUIT FITTINGS 





A few of the products in 
the complete RACO e 
ALL-STEEL e PROD. 
UCTS line: 


Switch Box MC—with 
XL clamps for armored 
cable 


Jay-Kay Box 
DO-25 N-JK—refined 
J-K clamps on outside 
provide more wiring room 


Switch 
Box 
MF—for 
cable, with 
adjustable 
fixture 
bridge 


Caovle Box 
DO-22N-OE—equipped 
with external mounting 

ears 
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Previous to his appointment as man- 
ager of the Kitchen Planning Sec- 
tion, Mr. Clark worked with the 
Hartford, Conn., Electrical Light 
Co., and the C. P. Chase Co., distri- 
butors for G. R. Sellars and Sons, 
cabinet designers and manufacturers, 
%* % * 


Ray Legg, manager of the Kelvi- 
nator National Direct Sales Division, 
has been promoted to the post of 
general sales manager of the Leo- 
nard Refrigerator Division of Nash- 
Kelvinator Corporation, according to 
an: announcement by George W. Ma- 
son, president. Mr. Legg’s appoint- 
ment followed the resignation of R. 
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at the Catholic University, Washing- 
ton, D. C., and Harvard University 
at Cambridge, Mass., and joined the 
Servel Corporation. After serving as 
assistant sales manager with that 
organization he joined the Westing- 
house Company in 1920. 

Previous to his appointment to 
the newly created office, Mr. O’Don- 
nell had sales experience as assis- 
tant manager of the refrigeration 
department and as merchandising 
representative of the company’s New 
York office, He will maintain an of- 
fice at the Westinghouse merchan- 
dising division headquarters in 
Mansfield, Ohio. 


er Co.. Ine., of Cleveland, Ohio. 
Priced to sell for $29.50, the new 
kit is an ideal companion for any 


I. Petrie, as Leonard sales manager. x * 
as district sales manager supervis- — Pincay pig — = 
ate ees dardaien cine allies. tem, ae ducts Division of the Westinghouse 
ria 2 Electric & Manufacturing Company, 
ous parts of the country, he was ap- according to announcement by 
pointed manager of the entire divi- George H cashew president of the 
: . 9 ° , 
sion in satel a.” a company. Mr. Newbury succeeds 
Mygatt Wilcox who died July 28. 

The appointment of J, F. O’Don- In addition to this development 
nell as assistant sales Manager was of activities for Westinghouse in 
announced recently by R. E. Imhoff, new fields, Mr. Newbury will con- 

tinue his present duties as Econo- 
mist for the company. 

Born in Brooklyn, N. Y., and gra- 
duated as a mechanical engineer 
from Cornell University in 1901, Mr. 
Newbury has occupied a number of 
positions from apprentice to gen- 
eral manager of machinery engineer- 
ing over a period of 30 years. 

Besides carrying on his engineer- 
ing design work he edited the Elec- 
trical Journal when it was establish- 
ed in 1904 and was president of the 
Electric Club (now the Westing- 
house Club) during 1906 and 1907. 


floor cleaner, suitable for countless 
jobs of cleaning and dusting. Among 
the special features of the kit: easy 
to handle, weighs less than 7 
pounds; ample suction for thorough 
dusting; five simple attachments do 


every dusting job; stores away easily 
or closet corner. 


in drawer 


Moonbeam Bed Lamp 

The Moonbeam bed lamp offered 
by the F. A. Smith Mfg. Co., of 
Rochester, N. Y., is a clamp-type spot 
light that finds a variety of uses in 
the home, especially for reading in 
bed and for sick room use. 


Premier Vac-Kit For All 
Above-the-Floor Dusting 


Westinghouse Merchandising Divi- A new Premier Vac-Kit for all 
sion sales manager, Mr. O’Donnell above-the-floor dusting, for dusting 
has been the Westinghouse central bare floors, and for quick pick-up of 
district merchandising manager for’ loose dirt and litter from floor cov- 
the past four years. erings, is anounced by Premier Di- 

O’Donnell received his vision of the Electric Vacuum Clean- 


AN OPPORTUNITY AWAITS 


APPLIANCE JOBBERS AND DEALERS 


TO PROFIT FRQM THE SALE OF THOUSANDS OF AUTOMATIC WATER SYSTEMS 


ses BURKS 


“ONLY ONE "MOVING PART” 
refrigerator, washer or any electric appliance 


A READY MARKET AWAITS YOU 


@ Water system prospects by @ Running water creates a 
the hundreds are being cre- desire for other appliances 
ated daily thru the exten- —modern conveniences 
sion of rural electric lines. . 


The lamp is of modern stream- 
lined design and beautifully finished 
in bronze or ivory. It may be clamped 


education wherever desired without danger of 





Is sold as a 





A FEW EXCLUSIVE 
BURKS FEATURES 
Only One Moving Part 
Completely Automatic 
Self Priming 

No metal to metal contact 
Steady, even stream of 
water 

Unmatched efficiency 
Trouble free performance 
Low operating cost 
Tanks fully galvanized 
Compact, requires small 
space 


A water system provides 
running water—the great- 
est labor saver known to 
man. 


Running water provides 
the greatest number of con- 
veniences a farmer can 
have. 


THE BURKS Turbine Pump, 
pen sd one — part” WRITE 

em ies a paten design : i 
Latest engineering de- that especially lends itself teed — oA 
velopments to specialty selling methods. Pumps and Water System 
Shallow Well Systems lift THE BURKS — has _ been fit into your plans for 
water 28 feet at sea level “Tops” in quality and per- sales and additional profit. 


formance for 25 years. 
DECATUR PUMP COMPANY e DECATUR, ILLINOIS 




















SUPER NIAGARETTE WATER SYSTEM 
for shallow wells up to 28 feet to water 
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On Your Next Switch Job -- 





DEPENDABILITY 











SWITCH to WALKER 


This new type Walker weatherproof 

Outdoor Ruggedness switch is especially designed to with- 
stand the rigors of outdoor service as a 
main or range switch. May be used with 
nipple to join directly with meter socket 
or meter box if necessary, making a 
water-tight connection. Cover over 
switch has swinging latch which may be 
sealed against tampering. Models for 
every current range. 


— For 


( EC 0 a 
(| W 2 )Indoor Attractiveness 
ae 


Horizontal combination switch, designed with 
an eye for safety, convenience, and attractive- 
ness in service entrance usage with branch 
lighting circuits. Compact, yet roomy for 
wiring, the cabinet has plenty of knockouts 
to provide for range and water heater connec- 
tions. Main fuses and switch blades mounted 
on removable dead front holders for safety and 
convenience in removing and replacing fuses. 


WALKER ELECTRICAL CO. 
ATLANTA, GEORGIA 
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furniture. A 
provides ex- 


scratching or marring 
ball and socket joint 
treme flexibility and permits ad- 
justment of the lamp to any de- 
sired angle. The powerful magnify- 
ing lens confines the beam within a 
small area. 


New Table Appliances Offered 
By Utility Electric Co. 


Shown here are two new appli- 
ances offered by the Utility Electric 
Co., St. Louis, Mo. At the top is 
attractive new automatic waffle 
baker of an entirely new design. It 
has a square base that gradually 
rounds off at the top forming a nat- 
ural level for the streamlined dome. 
It has thermostatic control, that 





signals through a ruby jewel pilot 
light. Heavy aluminum grids have 
extra outer ring to prevent overflow 
of batter. 

Below is a new combination sand- 
wich toaster and waffle iron, avail- 
able in both automatic and non-auto- 
matic types. It makes properly toast- 
ed sandwiches and can then be con- 
verted into an automatic waffle iron. 
Sandwich grids and waffle grids are 
separate. When used as a sandwich 
toaster, the appliance is also suitable 
for grilling meats, Grease drip- 
pings from both sandwich grids drain 
into a removable cup fastened at 
the back. A self-locking hinge pre- 
vents the weight of the top grid 
from mashing the sandwiches. 


New Westinghouse Demonstration 
Laundries Reduced In Price 


Two new demonstration laun- 
dries, planned and styled in the 
modern manner and made available 
to the dealer for just about half the 
cost of previous similar promotional 
demonstrators, have just been an- 
nounced by the Laundry Equipment 
Department of the Westinghouse 
Company. These new demonstration 
laundries, while drastically reduced 
in cost, combine new features of de- 
sign and planning to make them in- 
valuable to the smaller dealer as 
well as to the larger full line deal- 
ers and department stores. 

The laundry display demonstrates 
clearly the idea of the planned in- 
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WesTincuouse TaunDRy—. 


dustry—a logical arrangement of 
the equipment in three functional 
centers: the sorting center with bins 
and sorting counters, the washing 
center with an electric washer and 
rinse tubs, the ironing center with 
an electric ironer, The clothes, from 
the time they come down the chute 
and enter the laundry, follow func- 
tional steps of progression economiz- 
ing on many needless steps and 
physical fatigue. 

The two types of display laun- 
dries available are the straight-line 
type and the L-type. The L-type dif- 
fers from the straight-line in that 
a right angle corner at either end of 
the display is formed, housing the 
ironing center, while the straight- 
line has no corners and is particular- 
ly applicable to installation along 
a straight wall. The L-type is also 
available with both right and left 
hand wings. 


oy Hamilton bo, 
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Because of its many practical features 


The Hamilton Beach Co, Racine, 
Wisconsin, is supplying this at- 
tractive window card, which meas- 
ures 13 inches by 21 inches in 
full color, free to dealers upon 
request to the company . . . 


Silex Coffee Makers Feature 
New Upper Bowl Handle 


A startling innovation of the new 
Silex line is the upper bowl handle 
now furnished on all Silex Glass cof- 
fee makers. The upper bowl han- 
dles make easy the removal of the 
hot upper bowl. 


The new upper bowl handle also 
simplifies the seating of the upper 
bowl. Merely grasp the upper bowl 
handle and place the upper bowl into 
the neck of the lower one—giving 
the handle a slight twist to seal the 
two bowls together. It is unneces- 
sary to force the new, specially 
notched plug tightly into the neck of 
the lower bowl to secure an airtight 
seal, 

Made of gleaming red or black 
Moldex, or glistening chrome, all 
the new upper bow] handles conform 
to the graceful lines of the lower 
bowl handles, For complete details 
write direct to The Silex Company, 
Hartford, Conn. 





MR. APPLIANCE JOBBER 


Turn to BURKS ad page 50. A new 
way to added profits for you and your 


Dealers, 
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FLAME-RETARDING © MOISTURE-RESISTING 


Sales Offices: Atlanta, Boston, Buffalo, Chicago, 


Cleveland, Dallas, Detroit, Los 
Angeles, New York, Philadel- BRAIDED OR LEADED + COMPLETE SIZE RANGE + STOCKED AND SOLD BY ELECTRICAL WHOLESALERS EVERYWHERE 


Coa 
3 17 hia, Pittsburgh, Rome (N.Y), 
Os 


St. Louis, San Francisco, 
Seattle, Washington (D.C.). *TRADE-MARK 





A STANDARD OF QUALITY FOR OVER HALF A CENTURY | 
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Wadsworth “Door Operated” 
Safety Switches . . .. . 


Wadsworth has added 


‘‘Door-Operated’”’ 


without branch circuits. 
Many distinctive 

















insure safe operation, and to sim- 
plify the installation: door with 
large grip handle operates switch; 
opening door places switch in “off” 
position; and main fuses are dead 
and accessible. Switches with branch 


circuits have an additional door 
give access to circuit fuses. 


The interior mechanism is rigidly 
installed, shielded by a dead front 
which is easily removed to give ac- 
cess to wiring terminals. Branch cir- 
cuit fuse blocks are of molded Bake- 


100-am- 
pere capacity switches to their line of 
safety switches 
making these devices available in 
80, 60 and 100 ampere with and 


features have 
been incorporated into this line to 








STEEL STRAND 
7 


Telephone and 
Telegraph Wire 























@rapo Galvanized Wire 
and Steel Strand can be 
spliced and served without 
injury to the heavy, protect- 
ive zinc coating. The perfect 
adhesion of this tough, ductile 
coating to the wire enables it 
to withstand sharp bending and 
twisting, produces corrosion- 
resisting joints, makes for long- 
er life, lower maintenance costs. 


@rapo Galvanized Seven-wire 
Steel Strand and Telephone 
Wire are readily available 
in all standard grades and 
sizes from representative 
Supply Jobbers. f- 


INDIANA STEEL & WIRE CO, 
MUNCIE, « INDIANA 
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lite throughout. Complete descrip- 
tion of this line will be furnished on 
request to the Wadsworth Electric 
Mfg, Co., Ine., Covington, Ky. 


Water Systems Described 
In New Pump Bulletin . 


Complete specifications and de- 
scriptive material including dimen- 
sion diagrams on Burks shallow and 
deep well water systems are included 
in a new publication, Bulletin No. 
40-60, just issued by the manufac- 
turer, Decatur Pump Co., Decatur, 
Ill. 

Included in the booklet are com- 
plete details on Burks Super Tur- 
bine pumps, shallow well water sys- 
tems, deep well pumps, condensation 
return systems, and self priming 
centrifugal pumps. 

Of particular interest in the new 
bulletin is the Burks Super Niaga- 
rette Turbine Water System. These 
plants are now available as com- 
pletely automatic water’ systems, 
with tanks of from 4 to 315 gallons 
capacity, Designed with only one 
moving part, this type plant offers 
the advantages of quiet operation, 
self priming, large capacity, com- 
pact design, and low maintenace 
cost. 


High-Powered Lamp For 
Utility Repair Men 


A new high-powered hand light, 
designated as Type T&T, has just 
been announced by the Carpenter 
Mfg. Co., Cambridge, Mass., which 
will be found particularly useful to 
public utility maintenance and re- 
pair men, 

This light was made after over 
a year’s cooperative study in design 
with the Public Service Gas and 





Electric Co., the New Jersey Bell 
Telephone Co., Western Electric, and 
other units of the American Tele- 
phone and Telepraph Company. It 
is a hand searchlight designed with 
a beam lamphead at one end and a 
flood laraphead at the other. The 
light uses two No. 6 or telephone dry 
cell batteries available everywhere, 
A two-way toggle switch switches 
the current from flood lamphead to 
beam. 

The flood lamphead gives a good 
local working light with even light 
spread. The beam, or searchlight, 
Imaphead is designed to give 10 
approximate spread of light at the 


top of a 40’ pole—just enough to 
give the repair man what he wants to 
make repairs anywhere at the top 
of the pole. 

This light has a bracket so that 
it can be tilted at any angle. 





New Paint Developed For 
Creosoted Surfaces . . . 


Reilly Tar and Chemical Corp., 
Indianapolis, Ind., announce a new 
paint, the first successful coating 
for creosoted utility poles, struc- 
tural timbers, wood block floors 
and other creosoted surfaces. 

This paint, a product of Reilly re- 
search laboratories, has been in pro- 
cess of development and _ testing 
over a period of several years. Many 
difficuities had to be overcome to 
provide a coating that would form 
an effective seal through which 
neither pitch nor creosote would 
penetrate. The new product, known 
as Reilly Creocote paint, does this 
with entire satisfaction, according 
to officials of the company, and pro- 
vides a dry, hard bright finish 
highly resistant to abrasion ana wear 
and imprevious to oils and dilute 
acids. 

Reilly Creocote paint is available 
in five attractive colors: green, yel- 
low, red, black and brown—any one 
of which may be_ successfully ap- 
plied over new or old _ creosoted 
wood surfaces. It can be used to in- 
crease the visibility of creosoted 
poles along highways, Poles painted 
with Creocote are improved in ap- 
pearance, are clean and will not 
stain clothing of persons coming in 
contact with them, because the 
creosote cannot penetrate through 
this paint. 


New General Electric 
Switchboard Wire 


A new G-E Deltabeston switch- 
board wire insulated with a revolu- 
tionary synthetic compound that can 
be bent easily at sharp angles with- 
out rupture to the insulation has been 
announced by the Appliance and 
Merchandise Department, General 
Electric Company, Bridgeport, Con- 
necticut. It is unconditionally ap- 
proved by the Underwriters’ Labora- 
tories for switchboard and _ panel 
board wiring, etc., in 90 degree Cen- 
tigrade continuous operation. 

The new insulation is impervious 
to water and moisture, is absolutely 
oil-proof and is flame-retarding. It 
is applied directly to the tinned cop- 
per conductor becoming a seamless, 
impregnable tube, Pure asbestos is 
then felted around the compound and 
a woven braid added which is im- 
pregnated with a _ flame-resisting 
compound. 





MR. APPLIANCE JOBBER 


Hundreds of Water Systems will be 
sold in your territory. Free informa- 
tion—no obligation—how you can prof- 
it. See BURKS ad page 50. Write for 
complete details. 
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Southern Electrical Inspectors 
Meet For Code Discussion 
(Continued from page 28) 


made by A. J. Bommer.° 

During the closing business 
session, Mr. Bommer was named 
president, succeeding Mr. 
Speights. Officers who will serve 
during the year with Mr. Bom- 
mer are: C. S. Whitaker, Dur- 
ham, N. C., first vice president; 
Frank G. Camus, Shreveport, La., 
second vice president; and Joseph 
Whitner, Atlanta, secretary-treas- 
urer. 

Walter A. Stall, of Jacksonville, 
was added to the Section’s execu- 
tive committee. Other members 
re-elected to the committee are: 
D. L. Johnson, Atlanta; John La- 
Tour, Daytona Beach, Fla.; and 
George Welman, New Orleans. 
Mr. LaTour will serve as chair- 
man. 

All members serving as repre- 
sentatives to the Executive Coun- 
cil of the International Associa- 
tion and to the Electrical Commit- 
tee of N.F.P.A. were re-elected. 
The council representatives in- 
clude: T. W. Bowry, H. N. Pye, 
N. E. Cannady, George Wellman 
and E. A. Thibodeaux. Represen- 
tatives to the Electrical Commit- 
tee are N. E. Cannady and J. G. 
Fisher. 

Discussion of Code changes ap- 
proved by the Section or referred 
to the Executive Committee will 
appear in an early issue of ELEC- 
TRICAL SOUTH. 


Oklahoma City Distributor 
Expands Facilities 
(Continued from page ¢ 42) 


made secretary and credit manager 
of the firm. 

The company was established in 
1900 as a retail store, catering prin- 
cipally at first to the household fix- 
ture trade and contract business in 
Oklahoma City. The business show- 
ed a substantial gain annually, how- 
ever, and in 1923 the company en- 
larged its stock and entered the 
wholesale field. 

With a gradual increase in its 
wholesale business the company has 
added to its stock and various lines 
and now has one of the most com- 
plete fixture stocks in the state, car- 
rying a stock of household and com- 
mercial] fixtures valued at approxi- 
mately $18,000, C. D. Snyder, vice- 
president, reports that this enables 
the smaller dealers in nearby towns 
to offer prospective customers choice 
of a much larger variety of fixtures. 
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TEST SWITCHES 


FOR 


TESTING } (METERS 
CALIBRATING ; = ; RELAYS 
DISCONNECTING } \ INSTRUMENTS 


AAA 











Superior Test Switches are rugged and 

safe. Using the famous Superior “One- 

piece-jaw’ construction they add a 

minimum number of joints to the circuit. 

They come in a variety of arrangements 
to meet your test switch needs. 


Write for Test Switch Bulletin No. 3401 


Superior Switchboard 


& Devices Company 
CANTON, OHIO 


*Been at it Since 1920 
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Graybar To Serve Hotpoint As 
Southeastern Distributor . 


Hotpoint headquarters in Chicago 
has just announced the appointment 
of Graybar Electric Company as 
Southwestern distributors of the en- 
tire Hotpoint line of ranges, water 
heaters, refrigerators, dishwashers, 
waste units, washers and ironers. 

Graybar offices in New Orleans, 
Beaumont, Houston and San An- 
tonio assumed _ responsibility for 
Hotpoint distribution in their respec- 
tive territories on September 1; the 
South Texas operations being under 
the direction of George Bryant, with 
headquarters in Houston. The North 
Texas division will be directed by 
Lawrence Merchant from Dallas 
headquarters, which will take 
Hotpoint distribution in October. 

Mr. Bryant comes to Texas from 
New York Graybar and has a splen- 
did background of successful organ- 
izing and appliance selling experi- 
ence, which includes the establish- 


over 





MR. APPLIANCE JOBBER 


You too can profit by hundreds of 
Water System sales through Dealers in 
your territory. See BURKS ad page 50. 
Write for complete details. 














LINEMEN 
1744 W. Alexandrine 





OE: 1,000 utilities have aint 
MARSHALL’S ONE PIECE 
LINEMEN’S SHIELDS because 

they give greater protection, 

stand harder usage and are more 
quickly and easily handled.’”’ 
PROTECTOR COMPANY 
Detroit, Mich. 





MARSHALL’S 
LINEMEN’S 
SHIELDS 


GLOVES AND SHOES 
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ment of Hotpoint distributorships 
in Alabama and South Carolina. 

Mr. Merchant has established an 
enviable reputation by his years of 
successful sales work with Graybar 
in the territory over which he now 
has supervision. 

R. W. Turnbull, Hotpoint vice pre- 
sident and general sales manager, in 
annoucing the Graybar appointment, 
says, “We now have Hotpoint dis- 
tribution service in the Southwest as 
complete and as efficient as it is any- 
where in the country, even though 
counties in the Southwest have the 
area of states in the East,’’ 

Eleven field men will call on deal- 
ers and utilities under the direction 
of Divisional Sales Managers Mer- 
chant and Bryant. 


New Device Speeds 
Breaker Action 
(Continued from page 29) 


dielectric and _ mechanical 
strength. As the housing is easily 
removed, contact parts may be 
readily exposed for inspection. 

Stationary members of the con- 
ducting parts are supported on 
four vertical insulating posts, each 
fastened at the top to the upper 
cover of the interrupter, and at 
the bottom to a retainer. Extend- 
ing through the center of the in- 
terrupter is an insulating rod 
which carries the moving con- 
tacts. The rod terminates in a 
metal cap which is the contact 
engaged by the crosshead, and a 
flexible lead carries the current 
from the cap to the main current 
path of the interrupter. The con- 
tacts are faced with an arc-re- 
sisting copper alloy; heavy and 
uniform pressure on each pair is 
maintained by a spring inserted 
between each contact and the 
center operating rod. 

The new interrupter and the 
tests were described in two papers 
presented at the summer conven- 
tion of the AIEE. One, by R. M. 
Spurck and H. E. Strang of the 
General Electric Company, was 
titled “A New Multibreak Inter- 
rupter for Fast-clearing Oil Cir- 
cuit Breakers.” The other, “Tests 
on and Performance of a High- 
speed Multibreak 138 Kv Oil Cir- 
cuit Breaker,” was delivered by 
Philip Sporn and H. P. St. Clair of 
the American Gas & Electric Co. 

Breakers equipped with the new 
interrupters and having an inter- 
rupting time rating of 5 cycles are 
available in ratings of 115 kv and 
upward. Existing round tank 
breakers of voltage ratings of 115 


kv and upwards may be modern- 
ized to 5-cycle interrupting time 
by the application of these inter- 
rupters. 


“Associate Dealers” 
Reduce Sales Cost 


(Continued from page 16) 


per cent of our prospects come 
through satisfied users, whether in 
town or in the country. We also 
furnish our users in the city with 
self addressed and stamped post 
cards by means of which they may 
give us the names of those interest- 
ed in buying. Again we ask that 
they definitely establish the fact 
that the persons intend to buy, be- 
fore sending the names to us. 
Where we make a sale to such 
persons in town, we pay a $3.00 tip 
fee for the name. 

“A specialty dealer with a small 
sales force needs more contacts 
than he or his salesmen can estab- 
lish. Furniture and department 
stores are able to depend largely 
on floor traffic and advertising. 





Fine food, comfortable smartly ap- 
pointed rooms, friendly service. And 
yet over 50¢ of all rooms for $3.50 
or less single; $5.00 or less double. 


ulair 


$T. LOUIS 








Skennox 


SAINT LOUIS 
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Do You Know? 


the proper method of making connections for a 
polarity test on a three-phase delta connected 
stator? How to lay out armature windings of the 
split-loop type? The theory of operation and the 
many types of circuits utilized in capacitor-type 
split phase motors? Methods of reversing rotation 
of a-c and d-c motors? How to eliminate brush 
troubles? Select the best type of varnish? 


The answers to these and many other 
practical problems on motor repair 
will be found in Jack Beater’s new book 


“Motor Rewinding 
AND 


Testing” 


LL PHASES of motor rewinding, repair and testing are 

discussed in this new publication from the practical 
man’s point of view. The author, an experienced motor 
rewinder himself, has the knack of explaining difficult prin- 
ciples and methods in simple, non-technical language. 


Although this book was prepared primarily for the be- 
ginner in motor rewinding work, it contains a great deal of 
practical information that will be found of value even to the 
“old timers” in the trade. A special feature of the book is 
the section devoted to the design of tools and equipment use- 
ful to the motor rewinding shop. 

A glance at the chapter headings demonstrates the scope 
of this valuable book: Practical Motor Tester Panel, Handy 
Tools for the Motor Shop, Time Saving Coil Winder, Arma- 
ture Testing, Testing Stators, Classification of Motors, Split 
Loop Windings, Loop Windings, Fan Motors, Automotive 
Armatures, Rewinding Small Polyphase Motors, Capacitor Mo- 
tors, Brush Troubles and Their Remedies, Insulating Var- 
nishes for Electrical Work. 


SPECIAL OFFER — “Motor Rewinding and 
Testing” may be obtained with a 3-year sub- 
scription to ELECTRICAL SOUTH for $2.50 
or a 5-year subscription for $3.50. Take ad- 
vantage of this special offer while it lasts. 
Write today to 


ELECTRICAL SOUTH 


GRANT BLDG., ATLANTA, GA. 





 — and 


Service are sure when you 
use Uptegraff Transformers 
—built up to the highest 
standards. 


DISTRIBUTICN 


Every type to meet your 
needs, in capacities up to 
3,000 KVA, 66,000 Volts—and 
guaranteed in workmanship 
and material for one year. 


Send for Special Bulletins 
and tell us your Transformer 
requirements. 


R. E. UPTEGRAFF 
MANUFACTURING COMPANY 
309 North Lexington Avenue, 
Pittsburgh, Pa. 


TYPE B BUS BAR 








C. B. ROGERS 


Fah GR aT 


ELECTRICAL HEATING ENGINEER 


CHROMALOX 
ELECTRICAL HEATING UNITS 


and 
CHROMALOX 
EQUIPPED PRODUCTS 
iC > 
1000 PEACHTREE STREET 
ATLANTA, GEORGIA 











TORK CLOCKS 


Window Lighting, Signs, Heating, 
Ventilating and Air Conditioning. 
Portable Models for Radios and Cookers 


$9.75 and up 


WRITE FOR BULLETINS 


W. H. Berry, Jr. 


88 Pryor St., S. W. Atlanta, Ga. 
The Tork Clock Co., Inc., Mount Vernon, New York 
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Neither helps us very much. We 
must learn who wants to buy on the 
outside and then go see them. That 
is why we have found it a good 
plan to make salesmen out of our 
customers. It is just the same old 
plan of ‘using the user’ but it cer- 
tainly works for us.” 


Small Investment—Good Profit 
In Gas Tube Sign Field 


(Continued from page 21) 


(This is done by using carbon 
paper against the asbestos sheet, 
and taking off the letters from the 
sign drawing. It is to be noted that 
this “take off’? must be done in re- 
verse, to produce letters on the 
templet in reverse. In forming the 
letters of glass, the portions of the 
tube joining each letter must run 
‘in back of’ the letters, where they 
are blacked out. This makes it 
necessary, in bending the glass to 
form the letters, to work in reverse. 

6. The glass tubing is bent to 





MR. APPLIANCE JOBBER 


and profit? See 
Write for com- 


Want more sales 
BURKS ad page 50. 
plete details. 














SEPCO 
TABLE TOP MODEL 








with Porcelain FRONT as well as 
TOP—to permanently match other 
kitchen appliances. 


AUTOMATIC ELECTRIC HEATER CO., Inc. 


Pottstewn, Pa. 


Southern Division 
P. O. Box 1707. 


Headquarters: 
Birmingham, Ala. 
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form the letters. This is a process 
requiring skilled work; glass bend- 
ing requires considerable time and 
experience, for the proficiency 
necessary to work economically. 

7. The “letters” are then hooked 
up with the transformer and “bom- 
barded” to remove impurities. It 
is then evacuated: the tube is first 
evacuated by the operation of the 
vacuum pump and the mercury 
pump, or butyl phthalate pump be- 
neath the table; as this process is 
completed, stop cocks are opened 
and the proper gas is allowed to 
flow into the tube. 

It is feasible, Mr. McLin re- 
ported, to perform this operation 
with the vacuum pump; but the 
addition of the butyl or phthalate 
pump is better. The two are in 
series; the action of the butyl de- 
pends on the action of the vacuum 
pump. 

All stop cocks on the supply tubes 
are sealed with a special grease. A 
double series of stop cocks shuts off 
the gas containers. The amount 
of gas pressure can be gauged by 
a mercury manometer; the amount 
of vacuum is gauged by a McLeod 
gauge, which is calibrated in 
microns. Three different gases are 
used: helium, neon and “B-10.” 

8. The tube is sealed off from 
the pump, and “aged’’, though this 
is not always necessary. This pro- 
cess requires anywhere from two 
minutes to two days; it is a further 
“purifying” process. For the aging, 
a transformer of 1,000 to 15,000 
volts, rated at 30 miliamperes, is 
used. 

9. Connections between letters 
on the tubing are then blacked out 
by painting, and the tube is trans- 
ferred to the sign. 

The total cost of equipment for 
a shop to do work such as this 
would amount to approximately 
$500, it was estimated. In addition 
the operator would require approxi- 
mately $500 worth of stock, bring- 
ing the total cost to $1,000. The 
stock item, of course, is consider- 
ably greater in the Baton Rouge 
shop, owing to its growth. These 
figures, however, represent mini- 
mum needs for starting such a shop. 

Following is a list of essential 
equipment needs with “average” 
prices for “good” fixtures: 


Bombarder transformer 
Aging transformer 
Vacuum pump 

Air blower 

Cannon fire 

Crossfires 


Hand torch 9 
Ribbon burner 20 
Butyl phthalate pump 25 
10 stop cocks at $1.50 15 
Three bottles of gas (supply 
approximately 500 feet of 
tubing each) 
Lith magnet, files, running 
wheels, glass cutters, rub- 
ber hose, etc. 


Total $514 

Stock materials include such es- 
sentials as 15 millimeter glass tub- 
ing, clear; 12 mm glass tubing, 
clear; 10 mm glass tubing, clear, 
six mm glass tubing, clear; No. 
353-12 mm colored glass tubing 
(novial green); other colored tub- 
ing as desired; at least 200 elec- 
trodes; neon sign bushings; and 
approximately 500 tube supports at 
two cents each. 





ELECTRICAL ESTIMATE 
BLANKS 


(fine for estimating on FHA jobs), Time Sheets, 
Job Tickets, and other useful _printed forms fer 
Electricians our F t prices 
which include delivery. << e attention to in- 
quiries and orders. Write for free samples. 


ecialty Printers 


138-44 Elm Ave. Laurel Springs, New Jersey 
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BE eses PROFIT foe pene ce 


SIGNAL ant REPLACEMENT BUSINESS 






Are you overlooking the available busi- 


ness on door bell and buzzer replace- 






ments? Signal is one of the best known 









lines that are considered standard by 






Model SB Buzzer dealers and contractors. Signal quality 
has stood the test of 














time. The present price 












BREWS THE BEST COFFEE YOU EVER TASTED schedule makes it a 
The amazing CORY “‘Fast-Flo” Filter 

controls temperature. Doesn’t allow the water to reach the 
finely-ground coffee until hot enough for brewing .. . an 

doesn’t let the water boil. Inside of 3 minutes, you have mel- 
low, marvelous coffee in the decanter, without the bitterness 
which too long steeping or boiling draws out . . . and no 
metallic taste from contact with metals. 





profitable line to handle. 










Write for catalog and 













Only the CORY gives you all these prices. 

patented and exclusive features: 
e “Fast-Flo” Filter @ 2-Heat Electric Units (Hi- : ’ 

Low) 

@ Bakelite Funnel Holder tahoe Gan te Signal Electric Mfg. Co, 
@ Hinged Decanter Cover CORNING se Michigan Model SC 
@ Formed Pouring Lip @ Bakelite Coffee Measure ° 8 Combination 
@ Easy Grip Handle e Beautiful Platinum Decora‘ion Model S Bell Offices in all principal cities bell and buzzer 








Write for our latest catalog. 


GLASS COFFEE BREWER CORP,  325,North Wells st. 








Chicago, Illinois 








@eee@aeeeoeseaoeeo oe ee020808200 


Double Opportunities for Profit 


SELLING AND INSTALLING 
AUTOMATIC 


| POULTRY TIME SWITCHES 


for Poultry House Lighting 
© 
Every poultry raiser has been sold on the 
idea of using lights in his poultry house 
during the winter to increase egg produc- 
tion and profit. They all want Time 
Switches! SELL THEM! CASH IN ON 
THIS PROFITABLE MARKET. 


Five Models—$4.95 to $18 
j With d ithout “di r” circuit. 
H | “AlLelectric pg Bi ag TT a 


‘ Write for Information. 
Automatic Electric Mfg. Co. Mankato, Minn. 
$$SSESsesSEsesSEsE SEs FF F 

















Harvest fall profits by selling 
Coolair Systems to home builders. 


AMERICAN COOLAIR CORPORATION 
Jacksonville, Fia. 


CARPENTER LIGHTS 


Announce Type “TGT” 


YOU OWE YOUR MEN 
THE BEST THERE IS 


FASTER-BETTER 
LINE REPAIRS 


10’ SPREAD ATOP 
A 40’ POLE OR A 20’ 
FLOODLIGHT CIRCLE 


Uses 2 No. 6 Dry Cells 


Most Powerful Made 
Sent on Approval 


PRAPESESE VSeEHHSHS SO 
#@6@eee@eeeeeeee 8 


















EXTRA SALES FEATURES— 
the extra features of the Ham- 
ilton Beach food mixer give 
you extra selling points— 
easier sales. 


NATIONALLY ADVERTISED 
in the Rotogravure Section of 
Sunday newspapers. 

FREE DEALER HELPS— 
Complete — attractive. Furn- ( 
ished free on request. 

Order Hamilton Beach food mixers 
from your Wholesaler. Write us for 
free dealer helps. 

HAMILTON BEACH CO.,Racine, Wis. 
Division of Scovill Manufacturing Co. 


HAMILTON BEACH ooo mixer 





















CARPENTER MFG. CO. 
Cambridge, Mass. 
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Fader MIVERTISERS) 


AM < wae R 
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The Advertisers’ Index is published as a convenience, and not as a part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 


A L 
Landers, Frary & Clark 


All-Steel Equip. Co., Inc. 
Linemen Protector Co. __~—- ~~ 


Aluminum Co. of America —_- 
American Coolair Corp. ie ifs 5¢ N 
American Steel & Wire Co. ____-_-- 3! 
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